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15 Publications 
16,674,278 Circulation 


WE are buying more than double 
last year’s magazine circulation 
to tell the 1927 story for 
1847  RoGeERS Bros. Silverplate. 
For we feel that the most appealing 
advertising story in our history de- 
serves the widest dissemination we 
can give it. 


So we're stepping on the gas... 
and shooting ahead full speed in our 
1927 advertising program. We're 
doubling our advertising for you in 
order to help you double your silver- 
ware sales. 


‘1847 ROGERS BROS 


Pa. SILVERPLATE 
ITT - 


Salesrooms: New York, Chicago, San Francisco 


Canada: International Silver Company of Canada, Limited, 
Hamilton, Ont. 
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1913, at the Post Office at New York, under the Act of March 3, 1879. , & 


25c. each. Vol. 120, No. 2, 
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? i Solid-Center — : 
: ® : 

: 3 Auger Bits . 

: ERE is the all- 

4 HZ cies. general pur- 

4 pose Auger Bit which, \ 

: because of its ready chip clear- 

: ance, rigidity and easy boring quali- | 

| ties, has sold itself to carpenters and een 

; handy men the country over. ENCES 

| And the best thing about it is that it 5 3 

3 stays sold! This is because of the in-built 


quality made possible by the Greenlee Stand- 
ard of Excellence, which demands a high-grade 
auger bit stee]l—there is none better for the 
a purpose — skillful and careful workmanship on 
every operation, and a final searching inspection 
before the tool is packed for shipment. 

There’s satisfaction for all concerned in the sale of a 
Greenlee Solid Center Auger Bit. Try it. It will make 
friends for you—and friends make repeat orders. 


POC y TERI a aoe 





















4 
{ 
4 It will pay you to become better acquainted with 
: as. On; the Greenlee line of Auger Bits, Chisels, Gauges, 
4 SY ng Draw Knives, etc. Write for catalog No. 27. 







Smooth Cutting 
last Feeding 


GREENLEE BROS. & CO. 


Rockford, Illinois 


EASTERN SALES OFFICE: 
126 Chambers St., New York City 
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A trans-Atlantic flight to- 
day is rare enough to win a 
$25,000 prize for the man 
who makes it. 


But one does not have to 
peer very far into the future 
to see giant planes making 
regular flights between New 
York and Paris, 
carrying passen- 
gers at a reason- 
able cost. 


The swift march 


OL s, 
See 
U.S.A. 


(TRADE MARK) 





of mechanical progress con- 
stantly creates new filing 
needs—and files bearing our 
trade marks are constantly 
made to meet them. 


You can make a steady, 
worth while profit selling 


these sharp cutting, durable 
files. The ready 


market for them is 
always widening— 
throughout indus- 
try and the home. 


“A File for Every Purpose” 
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NICHOLSON FILE COMPANY, Providence, R. I. 
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EXTRA SAW SALES 
FOR DEALERS! 


Disston Lightweight Saws open 
up an additional saw market 


Carpenters are buying Disston 
Lightweight (Ship Pattern) Saws 
at sight. The narrow blade and the 
light weight make a strong appeal 













to the man who is used 
to sawing all day long 
with a wide blade, 
heavier saw. Espe- 
cially as much of 
present-day saw- 
ing is in light- 
er wood than 
it used to be. 





With a Lightweight Saw they get 
the. job done as quickly with a lot 
less effort. 


Here is an excellent opportunity 
for saw sales. Display Disston 
Lightweights in your window and 
saw case. Hand one to every saw 
user who comes into the store. Let 
him get the “feel” of this lighter 
saw. 


Disston Lightweight (Ship Pat- 
tern) Saws are made in nearly all 
the popular models. Ask your 
jobber. - 





é 


W. J. CLARKE 
211 E. Court Street 
Pendleton, Oregon 

A Disston Dealer 

for 38 Years 
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THE HARDWARE VETERAN 
SELLS A COPING SAW 









‘“‘Plenty of Sales, and Real Profits Can Be Made in Saws Other 
Than Regular Hand Saws,’”’ Says He 





This recent fad of building things 
at home awakened me to a new 
market for small saws. (The Hard- 
ware Veteran was speaking.) 


Practically everyone is making 
something: Bird houses, book-cases, 
flower trellises, fancy cutouts. In 
almost every job there is some fine 
cutting along curved lines. So I 
started to feature Coping Saws. 


“Look at this Disston No. 10,” 
I’d say to a customer. “Sturdy! 
No flimsy wire back, but a heavy 
steel frame. 


“See this swivel on the front fas- 
tening? That saves your blades. 


It gives you flexibility if you turn 
the frame too sharply. 


“And you can adjust the blade 
tension to suit the wood you are 
cutting. Just unloosen this nut at 
near-end of the blade, and screw in 
the handle. 


“You can do real work with a saw 
like that. It cuts fast and easy and 
follows your line.” 


These fellows who build things 
want to do a good job. And any 
dealer can increase saw sales if he 
will take the time to explain the 
merits of these special saws which 
help them do hetter work. 











Disston No. 10 Coping Saw 











J. F. McKEAN 
McKean Hdwe. Store 
New Kensington, Pa. 

A Disston Dealer 


for 35 Years 


A LOGICAL PLAN 


You know how easy it is to sell 
a carpenter a saw with the Disston 
name on it. It requires no high- 
powered salesmanship. That name 
removes all doubt as to quality and 
value. You make a quick sale, and, 
therefore, a profitable one. 


Why not sell with the same ease 
and profit other Disston Tools 
which these same carpenters use 
every day? Try Squares, Mitre 
Squares, Bevels, Levels, Screw 
Drivers, Gauges, etc. Think it over. 
Then ask your jobber about Disston 
Tools. 








MAX LUDWIG 


62 N. Main Street 
Pittston, Pa. 

A Disston Dealer 
for 37 Years 








L. H. O’DONNELL 
O’Donnell Hdwe. Co. 
Washington, Ind. 


A Disston Dealer 
for 45 Years 


SEND FOR THIS TRIM 


The new Disston Window Trim 
is the first of its kind. It includes 
a free chart service for your cus: 
tomers—the charts showing in com- 
plete detail how to build a Hanging 
Book-case and a fine Smoking 
Stand. 

Everybody is building something! 
Build appreciation for your store by 
installing this Trim and giving away 
these instruction sheets which ordi- 
narily people have to buy. 

The whole outfit comes to you 
free. Send a postal to Henry Diss- 
ton & Sons,‘Inc., Phila., U. S. A. 











M. MAYER 


Mayer Hdwe. Co. 

Covington, Ind. 

A Disston Dealer 
for 40 Years 


We Welcome the Above Members to the 
Disston 25-Year Club 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 








6 HARDWARE AGE July 14, 1927 









at Makes Rie Buy 


REG. U. S. PAT.OFF. 


Fence ana pcm 


There is a tremendous yearly demand for Cyclone “Red Tag” 
Fence. But there is a still bigger waiting market among home 
owners who have not pictured to themselves what a Cyclone 
Fence does—how it provides a safe place for the children to 
play, how it protects the lawn, shrubs, and flowers, how it 
beautifies the property and makes the home more valuable. 





Why not talk about these advantages to people who come 
into your store? The desire for fenced grounds is a part of 
human nature. It’s easily waked up. Then the “Red Tag” 


does the rest. 


CYCLONE FENCE COMPANY 
Main Offices, Waukegan, IIl. 


AEG US Mat OFF 


My > , for Safe Bonfires: 


e 
= -- : oF» A high-grade rubbish con- 
<7 s sumer. Baked green en- 
7 a amel finish. The “Junior” 
y a y é < =—S Burner Basket. Low priced 
i f- = S ps- . to get the big volume 
= . 2) business. 
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They look for the 
: “Red Tag” 
= - ~ - The Mark of Quality 


© C.F. Co, 1927 








A baal Features Which Make Sales: 


FINISH: Nickel plated and highly 
polished all over gives it the de- 
sired beauty required in an elec- 





trical appliance for porch or 
living room. 

UTILITY: Will heat water for 
shaving and warm food for 
baby in nursery. 

CAPACITY: Maximum, all the 
heat that can be obtained from 
house wiring. 

COMPACT:Only 9” in diameter 
and 10” high, easily disposed of 
in crowded apartments when 

$3 not in use. 

MECHANICAL: Wired for 
either A.C. or D.C. current, 110 
Volts, attaches to lamp or base 
plug outlets. 


PRICE: $8.50 List. 
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ATTRACTIVENESS :EFFICIENCY: UTILITY 
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World’s 
Champion 


Ammunition 
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Many dealers have found that by 
concentrating on Western Super-X 
and Western Xpert shotgun shells 
they can simplify their ammunition 
line and still be in position to fill 
the demands that come to them. 


Western Super-X —the shell with 
the Short Shot String—adds 15 to 
20 yards greater effective range and 
meets every need for duck, goose 
or turkey shooting. 


Western Xpert —the shell for all 
‘round shooting—is fast and ani- 
form with dense even patterns. Pop- 
ular in price, too. Sell it for any 
shooting which does not call for the 
extra range of Super-X. 


Practically every Western shell and 
cartridge embodies important ex- 
clusive improvements which make 
this ammunition appeal strongly to 
shooters. 


Western Super-X and Western Xpert 
Answer Every Shotgun Demand 
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Western Lubaloy (lubricating alloy) 
bullet cartridges and the new West- 
ern Non-Corrosive .22’s increase the 
accuracy of the rifle and prolong its 
life. New Western Boat-tail bullets 
recently announced have increased 
the effectiveness of many sporting 
cartridges. And Western Open- 
point Expanding bullets have long 
been famous for their terrific killing 
power. 


These exclusive Western develop- 
ments have built up an increasing 
demand for Western—the World’s 
Champion Ammunition. 


Tie up with the ammunition that is 
persistently advertised in the maga- 
zines hunters and shooters read. Get 
in touch with your jobber today! 
Plan to make 1927 your biggest am- 
munition year. 


WESTERN CARTRIDGE COMPANY, 750 Hunter Ave., East Alton, Ill. 


Outsells Because it Outshoots 





a 
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Check It Up Yourself 


NOTE HOW many camp stove buyers ask for Kampe- 
kook. They know that Kampkook gives reliable 
service under all conditions, that it insures freedom from 
camp fire troubles. To offer them an imitation is unfair 
to them—and to you. Folks who ask for Kampkook 
know what they want and why. 


Kampkook is made in four sizes, to meet all re- 
quirements for all occasions. Each model has every 
important feature which has made Kampkook the 
choice of more motor campers than all others combined. 
The tourist season is on; display and sell Kampkooks now! 


American Gas Machine Co., Inc. 


Factory, Albert Lea, Minnesota 


Eastern Branch: 78 Reade Street, New York 
Western Branch: 238 Chronicle Building, San Francisco 
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Attractive Kampkook ads 
like this appear in the 
Saturday Evening Post, 
American Magazine, 
National Geographic and 
all leading outdoor maga- 
zines. Write for beautiful 
displays, folders, movie 
slides and other helps to 
tie up with Kampkook 
National Advertising. 


e 





Board 


wie” 
got 


Kamel int © wM BIT seco _ si ee 1 
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OS per cece \\ 


Kampkook No. 8. Has built-in folding oven, which also 
serves as a warming closet and heatingdrum. Has detachable, 
easy-fill, copper plated safety tank; buill-in pump end fun- 
nel; Jarge filler opening and hand operated filler piug; patenied 
burners which won’t clog or burn out. Sells for $11.00 Other 
models, $6.30 to $14.50 
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Ambassador Extraordinary to 
the Reader’s eye 


* Color: (1) A special color form is run in second 
and fourth issues of month. In this form, ONE 
additional color other than black is permitted at 
$50 per page, providing publisher controls loca- 
tion of advertisement. 


SECOND additional color available at $150 per 
page, $200 for spread. Gold, silver or bronze 
unacceptable. 


(2) Color used in other than second or fourth 
issues, $150 per page, $200 per spread. 
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Built like 


a slot machine 


Keeps your stock orderly and 
releases one box at a time. 


'HE new Schrader ‘‘Reddy Seller” is a red 

metal display cabinet, RED to attract at- 
tention — READY to increase your sales. 
Small, compact, convenient, attractive —a 
constant reminder to customers to buy 
Schrader products. Comes FREE with this 
small assortment of fast-selling items. 

3 No. 4996-A Balloon Tire Gauges .. .. . .$3.39 


1 No. 1561 Tire Gauge (for high pressure 
tires) 1.00 


1 No. 5186 Tire Gauge (for truck or bus 
tires) 1.25 
150 No. 4000 Valve Insides..............- 5.93 
75 No. 880 Valve Caps (for straight valves) 3.00 
25 No. 935 Valve Caps (for bent valves). . . 1.00 
Regular dealer’s price of contents 
purchased separately *$15.57 
Dealer’s price of the Schrader 
‘Reddy Seller’? packed with above 
assortment 
*Subject to 2% Cash Discount. This as- 
sortment retails at $22.60. 
Get this assortment. Put the Schrader 
“Reddy Seller’ to work for you. Sign and 
send the coupon NOW. 


A. SCHRADER’S SON, Inc... BROOKLYN 
Chicago Toronto London 


HARDWARE 


AGE 


A. Schrader’s Son, Inc., Brooklyn, New York 


Please have my Supply House send me the new 

$15.00 assortment of fast-moving Schrader items, 

packed in the new Schrader “‘ Reddy Seller” cabinet, 
which is to be included FREE. 


Name of Dealer 
Address 
Name of Supply House 


Address 


| : 
| 
i 4 
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NOTICE! 


TO THE TRADE 








—_—o— 


We have been continuously manufac- 
turing, the original pattern Stillson 
wrench since 1904. Our right to con- 
tinue this manufacture in the manner 
that we have in the past has been settled 
by the United States Circuit Court of 
Appeals, which is the final appellate tri- 
bunal in patent and trade-mark matters. 













It has been demonstrated and admitted, 
that although the original pattern Still- 
son wrench costs more to manufacture, it 
is the strongest and most durable wrench 
of its kind ever made. To obtain the 
original pattern Stillson wrench, look 


for our trade-mark. MORCO 


Ch 
The Orizinal Pattern Stillson Ween A 


More expensive to make, but 
typical of Moreo Quality 





MORCO 


STILLSON WRENCH 
















For further information regarding, Morco 
‘wrenches write the nearest sales office. 







ago, Illinois 
e, King William St., 
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ESTABLISHED 1854 


YES 
AND ALSO 
ITS 


NEWEST PARTNER 


IN 


POPULARITY 





No. 75 





New York Office 


HARDWARE COMPANY 


HACK SAW 
FRAMES 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN,., U.S. A. 
151 Chambers St. 


INCORPORATED 1864 
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Notice the 
Patented 
“Vulcan” 

Lugs 
Patented lugs bridge 
the gap between the 
vise jaws and prevent 
the bending of small 
pipe. 

This is an exclusive 


“Vulcan” feature. No 
other vise can have it. 


the trade 
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F YOUR tool department sales need bolster- 

ing up, the Genuine WILLIAMS’ “Vulcan” 
Pipe Vise will do it. Every man who uses 
tools is interested in a BETTER vise. Show 
him the “Vulcan” features—entire wrought- 
steel construction; drop-forged jaws, base and 
handle—light; unbreakable; positive grip, in- 
stantly locked or released by a turn of the 
handle. 


Bolt a “Vulcan” Vise on your counter where 
it catches the attention of your trade. Watch 
‘em start to buy. Literature? 


J. H. WILLIAMS & CO. 


“The Drop-Forging People’”’ 


New York BUFFALO Chicago 


GENUINE 
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4 sizes for 
¥ to 8” pipe 








DROP ~FORGED 


CHAIN PIPE VISE 
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“STANDARD OF THE WORLD SINCE 1900 


NEL TRAING 


MOLT” TRANSFORMERS 















LIONEL TRAINS 
RETAIL FROM 


$75 


ae 


*300° 






D 


Only LIONEL 
Can Do What a ae 
LIONEL Has Done‘! Achievements 


Anew type popular priced “O” 
Gauge Locomotive, incorpor- 
ating many new and exclusive 


The 1927 Lionel Line Lionel features. 


New “O” Gauge Electrically 
Controlled Super-Motor Loco- 


motives. 
stands supreme on any =< 
b ‘ ‘ senger and freight outfits. 
“Vay 
asis of comparison for ee anager arm 
14 different models and sizes. 


New“LionelStandard"”Freight 
Cars; made in 15 different 


models and sizes. 
Beauty ot Design “Lionel Terrace” — an illumi- 
gee re - pores = 
eautilu eyond words, jus 
ha Detail events 
Mechanical and Precision the thing for girls in addition 
N Traffi ic i 
Electrical Perfection and pale with Blinker Light” 


New Accessory Sets packed in 


E&sficien beautifully designed and dec- 
cy orative boxes. 


Handsome and Lasting Visit the New 
Enamel Finish Lionel 


Showroom 


—a real railroad tere 
minal — alive with 
useful merchandis- 
ing and display 
suggestions for 
dealers. 





























Compare Lionel Prices! 
Compare Lionel Quality! 












Place Your Lionel Order NOW! 


THE LIONEL CORPORATION ; 
15-17-19 East 26th St., New York, N. Y. fa ‘2 
Western Coast Office: ‘ 

788 Mission Street 

San Francisco, Cal. 
M. Sweyd, Representative 











NEW! 


THE LIONEL AUTOMATIC 
SEMAPHORE TRAIN CONTROL 
Amazing in its action! Train approaches 
— red electric light shines — semaphore 
arm drops—train stops. A short interval 
— light changes to green — semaphore 
arm goes up—train proceeds. 


ar heer ne = - 























F DEALERS— Send for New Lionel Catalog and Interesting Dealer Proposition 
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Power without Powder 


CROSMAN ARMS CO., Inc. 









Crosman 
Pneumatic .22 


The most outstanding development in the small bore field in years. 
Ask your jobber’s salesman or write us for full details. 


484 St. Paul St., Rochester, N. Y. 


70 West King St., Toronto, Ont., Canada 








oral 


Bells and Bell Toys 


For 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





——————_ 


IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake &. 
San Francisco: 717 Market St. 











Roller Bearing at Price of Plain 


a oe Here’s our Improved Metalcraft Scooter 
| No. 118. Large, sturdy, full strength, 
| with steel footboard, foot brake, roller 
bearing wheels, parking stand, that can 
be retailed with a good profit at $2.00. 


Best All Steel Popular Price Seller 
| SCOOTERS TO RETAIL FROM $1.00 UP | 
























~~ Write for Samples 
Z and Illustrated 
Folder 





























——————— 


The finished work of art evinces the care the mas- 
ter sculptor exercised in its creation. 


Send for a Sample 
Stratton and Terstegge Company 


Louisville, Kentucky 


KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate price emergency 
wrench set. 6 sockets and 







handle. Finely finished, 
tapered steel box. Does not 
rattle. 


Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 






No. 222 
list price 
$1.00 

















The years of service given by every Falls .Gity 
Tackle Box are evidence of'¢he care our craftsmen 
exercised in its construction. 








Incorporated 
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9 PRODUCTS 


Free Guide 
for Your 
Customers 








For Guns, Fishing Reels, Golf 
Clubs, Children’s Vehicles and 
Home Machines 


Builders of Trade 


HOPPE Nitro Powder Solvent No. 9 has been the favorite 

gun-cleaning solvent for over 20 years. Like Uncle Sam’s 
.30/°06 rifle cartridge, developed soon after it, nothing to equal it 
has ever been produced. Recommended for many years by the 
U. S. War Department. 


They Bring the Sportsmen in 


No wonder the sportsmen all want a bottle of Hoppe’s 
No. 9. And no wonder they want a can of Hoppe’s Lubri- 
cating Oil and a tube of Hoppe’s Gun Grease. 

Get your Fall stock of Hoppe’s Products in and display it. 
Let public confidence in these standard, dependable goods 
build trade for you. Your Jobber can supply you. Write 
= for valuable free booklets, “Hoppe’s Guide for Gun 

wners.” 


FRANK A. HOPPE, INC. 


2314-H N. 8th Street Philadelphia, Pa. 


Representatives: Ed. W. Simon Co., Inc., 258 Broadway, New York 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 











Popular, Big Value 


Their appearance is wonderful; new tre&tments in striking and pleasing com- 
binations of brilliant colors. Made of heavy metal, with perfect mechanical 
action and simplified winding device. Quality items in every respect, and now 
offering some of the outstanding values in our line of “Sandy Andy” Toys and 
Games. Send for Catalogue No. 3 and look over the whole line; there are many 
profit-makers for hardware merchants. 





ai ie gag ome — Car. 
er na “a ae cae striae W O L V E R I N E Supply & Mfg. Co. 
. FACTORY AT PITTSBURGH, PA. 


any solid object. 
Sales Office: 200 Fifth Ave., New York City 
Room 406 GRAmercy 3453. 


” ae 
LRA GTO RR». 
nro i hit 






No. 173—The Yankee Tank. 14% 
in. long. Decorated in realistic 
camouflage colors. Climbs up hills 
and over high obstructions. 















9% 






No. 172—Tractor. 
in. long; most power- 
ful tractor of its size. 
Pulls 40 pounds. 





No. 154—“PITCH 'EM’’—the QUALITY 
Rubber Horseshoe Game. Always preferred 
by those who want the best. Reinforced 
horseshoes give longer service and better 
value. 

No. 155—‘‘GYM’’ Horseshoes. Larger size 
for Indoor or Outdoor use. 
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"I NEED A VISE!” 


That’s what many of 













your customers will say 
when they see this 


Display 


The eight smaller sizes are clamped to 























Vise 
assortment the bars; Nos. 709 and 168 are fastened 
to the base with stove-bolts. 
A polished aluminum sign tells the 
shopper that these are Goodell-Pratt quality. 
The entire stand, except the sign, is finished 
List MAY a man needs a small vise, but never. ; P i 
in black. 
thinks about it when he’s in your store. : : a 
z This Assortment is No. 697 . . . Shipping 
This Display Assortment will remind him of ; . 
: ; weight, 85 pounds. Packed in wooden case 
his need, even if you don’t. , : , 
; 205 x 1344 x 124 inches. Complete with dis- 
Twelve good vises, mounted on a sturdy, 
: : Shay otend,, GAR. ....66055 gs ois. dees: $42 
steady, 2-bar stand, with 9x16-inch wood base. : 
Goodell-Pratt also make a complete line 
of fine tools for mechanics, machinists, car- 
Here's how the Assortment lines up: penters and amateur mechanics. No finer 
Width Jaws Weight 
No. of laws open pounds tools can be had than those that bear the 
2 160 :* 1%" 1-% name of Goodell-Pratt. See our cur- 
2 663 14° 1%" 2 ae ; 
2 161 2" 2" 3-3 rent advertising in Popular Mechanics, 
2 708 24" ta 334 ; —_ 
> 664 Pat 2%" m4 Popular Science Monthly, Carpen- — | 
1 168 26s 2%" 10 ter, Automobile Trade Journal, 
L . . 4 J 
, md 2% 2% wi Motor Service, American j, 
Every vise in this Assortment is built for long, satistactory service, and is operated ad ‘ 
by an accurately cut steel screw, and two steel guide rods which insure continued Machinist, Machinery, etc. W/ /4 
rigidity. All parts are carefully fitted, so there is no lost motion, and jaws are 
machined after assembly, so t they meet perfectly. Steel parts are polished; iron Write for 400-page cata- 7 
parts are finished with baked-on enamel. ; : 
log showing full line. 








GOODELL-PRATT COMPANY .% etoritlhe, GREENFIELD, MASS. 


GOODELL PRATT | 


1500 GOOD TOOLS 
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\_ the Generous 
Handy Lip 


GOOD LUCK 


Jar Rubbers 


Sure to Seal 
Easy to Open 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge Massachusetts 








The Evolution of the Perfect Jar Ring 


O 
O 
O 
O 


The Paraffin Card-Board Ring —1890 


Used when grandmother made preserves, pound for pound. Perfectly efficient since this 
kind of preserves would not spoil anyhow. The first advanced step from the stone crock 


in which preserves were originally kept. 


The Composition Rubber—1900 


Made in the days when the world knew little about rubber or about the science of can- 
ning. However, it permitted the housewife to can tomatoes and fruit, in light syrup, with 
a fairly satisfactory percentage of success. 


The GOOD LUCK Round Rubber—1910 


This marked the long step forward in canning science. GOOD LUCK Rubbers would 
stand boiling, which made it possible to can vegetables, meat and other food products by 
the Cold Pack process in which the sterilization had to be complete. The original GOOD 
LUCK Round Rubbers were used by housewives, teachers and demonstrators of canning 
for over a dozen years with entire satisfaction. 


GoopD LucK Double Lip—1923 


The GOOD LUCK Round Rubber had just one fault—it was hard to open the jar which 
had been sealed with it as it guarded the vacuum within as a bull dog guards his bone. 
Knives were broken, covers nicked and other minor casualties sustained in the efforts to 
get inside the jar. To solve this problem we began making GOOD LUCK Rings with 
two projections which could be pulled to break the seal and open the jar. 


Goop LUCK Single Lip—1927 


Still another improvement! Neither of the two lips was large enough to grasp easily and 
it soon developed that one did the work as well as two, so we put all the extra material 
into one “generous handy lip.” Jars sealed with GOOD LUCK Single Lip Rings can be 


opened in a jiffy. 


Merchants who have watched the evolution of the GOOD LUCK Jar Ring have noted also 
from year to year the increased demand for this quality rubber known to housewives and house- 
hold authorities everywhere. GOOD LUCK Jar Rubbers stand high in that list of indispensable 
trademarked merchandise with which every far-sighted merchant keeps his best trade in line. 





BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge Massachusetts 
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No. 34 gauge warp 
18 Mesh, No. 34 gauge each way 
White Metal Finish 
mier 
Wickwire Bronze 


Cortland Black Enameled 
Wickwire Pre 
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14 Mesh, No. 33 gauge each way 
Our other Brands Screen Cloth 


12 Mesh, No. 33 gauge each way 
16 Mesh, No. 33 gauge filler 


ills. 


HARDWARE AGE 
Every process is under our expert 


te your Jobber for Full Information and Prices 
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to the product. 


Wri 


is drawn 
Only full gauge wire is 
used, both lengthwise and crosswise. 
t and the name WICKWIRE 


WICKWIRE BROTHERS 
BROTHERS guarantees that lasting 


Screen Cloth is made from Open 


Hearth Steel produced in our own fur- 


EsTAStismere 1875 


but— 
It is 
worth it. 


a little more, 
wire 


service is woven in 


GRAY-WICK 
may cost 
quiremen 


No screen cloth is better than its ma- 
Each brand meets every standard re- 


terial. 
supervision. 


The 


Service is Woven Into the Product 
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This open bin display 
Increased Hygrade Lamp 
Sales 50% 





Hygrade Lamps are on one end of a counter 
displaying electrical supplies. One sale leads 
to another in an association of related items 
like this. 


“Since we installed this complete counter display of Hygrade 
Lamps we have increased our lamp business 50 per cent,” say 
Reilly Bros. & Raub of Lancaster, Pa. 


A line of quality lamps like Hygrade combined with modern 
methods of selling means a steady, permanent increase in a 
profitable item. Standard inside frosted Hygrade Lamps, too, 
make it possible for you always to have in stock a complete line 
of lamps in regular demand with a minimum of stock and small 
storage space, and rapid turnover. 


Licensed under 
General Electric 
Companys mncandes 
cent lamp patents 


HYGRADE LAMP CO 
cme omnes WY stem Mass 
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Give It a Chance 


HE powerful locomotive 

never starts off with the 
speed of a scared cat. Slowly 
it stirs—the great pistons that 
drive the wheels gain speed 
with each thrust, until the tons 
of dead weight are being hurled 
along at over a mile a minute. 
So long as the engineer holds 
a controlling throttle the train 
reaches its various objective 
stations on schedule time. 

It 1s gust like that with your 
advertising. Do not start a 
splash of advertising and ex- 
pect th to gain any momentum 
of its own. You have to add 
fuel to the fire, keep the re- 
quired poundage of steam up, 
and keep your hand on the 
throttle. Dispatch your adver- 
tising train to some definite 
station and then see that the 
engineer knows where he is 


bound for. 


What Our Readers Say 


I thoroughly enjoy receiving every 
copy of your magazine and think tt 
should be read by every man in the 
business or those who are contem- 
plating going in business, as is true 
im my case. 

Wishing you every success with 
your truly valuable paper, and 
awaiting my next copy, I am, 

Yours very truly, 

(Signed) CuHartes L. CHrest, 

Baltimore, Md. 
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NO CUTTING NO DRILLING NO MARRING 
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Theres as no summer lull in the sale of 
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NOB-LOC 


[’ you stand behind a counter where NOB-LOCS are on 
sale, you'll decide that everybody in the world has left at 
least one door unprotected awaiting this lock that can be put 
on without tools or experience. 


NOB-LOC is selling fast! It has a novelty about its operation 
that brings a smile of delight to the face of the customer. 
And it is all so simple. No cutting. No drilling. No marring. 
It can be put in place in three minutes by a novice. Nothing 
can go wrong. It looks innocent, but it totally disarms the 
would-be intruder. When locked, the outside knob merely 
spins—and nothing can be done about it. 


NOB-LOC has an appeal that is irresistible. Somehow or 
other its utter simplicity gives everyone a thrill. It is one of 
those rare devices that haunt you until you buy it. 


And the price is so reasonable that there just isn’t any sales 
resistance. It retails for $2.50 complete. Contains cylinder 
lock. Fits any door. Sold with two keys. Finished in dull brass. 


Stock this item that makes summer sales’ totals look like 
Christmas. 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 


IT’S A KNOB AND 
NIGHT LATCH 
ALL IN ONE 


for 
ENTRANCE DOORS 
GARAGE DOORS 
APARTMENT DOORS 
WARDROBE DOORS 
SCREEN DOORS 
BEDROOM DOORS 
OFFICE DOORS 

and 
OUT BUILDINGS OF 

EVERY NATURE 



















































Simply insert in place of 
old knobs and spindle 











| McKinney Manufacturing Company 


Pittsburgh, Pennsylvania 


Please send me complete information about 
Nos-Loc. 


7/14/27 =H. A. 
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By Llew S. Soule 











The Passing of the “Junk Shop” 


HERE isn’t a single thing about hard- 

ware that should suggest “junk” to any 

one; there isn’t a thing that should sug- 
gest dust or dirt or grime. 

And yet there are still some hardware 
dealers—too many of them—whose homes 
are models of cleanliness, but whose stores 
fairly reek with dirt; dealers who expect 
their employees to wash their hands in scum 
covered basins; who expect their customers 
to inspect the merchandise through dingy, 
fly-specked windows, and to buy dusty, 
dirty, grimy goods in an atmosphere of dirt. 
They further actually expect discriminating 
people to stand on a dirty floor, facing dusty 
merchandise, while they or their clerks 
search frantically for desired articles under 
musty counters or in cobwebbed bins and 
boxes. 

What can there possibly be in the mer- 
chandising of hardware to bring about this 
condition P 

Hardware is made in clean factories by 
clean people. It is carefully wrapped and 
packed by clean employees; it is shipped 
from clean, well arranged wholesale houses. 
True, there are some things, like stoves, 
which require wiping and polishing after un- 
crating, but many a soiled plate is carried 
into a clean kitchen. 

In reality, the amount of dirt which comes 
in with merchandise has no bearing on the 
matter of store cleanliness. The reason 
for dirt in many stores is that the owner or 
manager is too lazy mentally to see that 
some one in that store regularly and thor- 
oughly wields the broom, mop and duster. 
He knows that it should be done, but hasn't 
enough mental energy to do _ anything 
about it. 

He also knows that it is not good merchan- 
dising to pile goods under counters, on 
stoves and in dark corners to act as dirt 
collectors. Again mental laziness is at 
fault. 

This lack of energy is costly. It has 


driven a great deal of business out of untidy, 
junky hardware stores into the clean stores 
of competitors. In many cases it is the 
reason why certain stores are growing 
smaller, while competitive stores are grow- 
ing larger. 

The cure for the dirty, junk shop type of 
store is not money. Money is the least of it. 
Thought and energy are the cures without 
added expense. The following insurance 
against a junky store is cheap. All that is 
needed is one man to see that things are done, 
and the cooperation of the store force. 

1. Sweep the floor every evening, and clean 
it thoroughly at least once a week. 

2. Dust the counters, cases, shelves and ex- 
posed merchandise every morning. 

3. Wash show windows at least once a 
week, and change the window displays. 

4. Have regular stock and display spaces 
for all goods, and see that they are kept in 
place. 

5. Arrange all merchandise where it can 
be seen, and price it in plain figures. 

6. Keep all counters and tables clean and 
well painted. 

7. Change all case displays at regular in- 
tervals. 

8. See that the store front js painted. 

9. Allow no odds and ends to be piled in 
the store, and no merchandise to be left on 
counters, stoves, refrigerators, etc. , 

10. Insist on employees being clean and 
neat when waiting on customers. 

There may be other rules equally good 
which will suggest themselves. Adopt them. 
No store can possibly be too clean or too well 
arranged. 

Chain stores are clean and orderly, and 
their growth is proof enough of the value of 
cleanliness. Stores which compete with 
them must be equally clean and orderly or 
pass out of the merchandising picture. 

The day of the “Junk Shop” hardware 
store is past. 
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While the adoption of 5 and 10 cent store mer- 
chandising methods build up the sales of small hard- 
ware to a remarkable degree, Mr. Decker found that 
due to a higher overhead he could not compete 
profitably with the chain stores if he depended en- 
tirely on these small sales. However coupled with the 
sales of larger items that the chain stores do not carry, 
he is convinced that display tables sre invaluable to 
the success of the hardware merchant using them. 


! ose 


Cleanliness and plenty of light are the two requisites 
to make an attractive display room and with the ad- 
dition of a few comfortable wicker chairs and a small 
table full of advertising pamphlets, it is a comparative- 
ly easy matter to hold the prospect’s attention and 
close a sale in this convenient basement salesroom. 


should or should not sell merchandise on the in- 

stallment plan, according to L. R. Decker, Austin, 
Minn., past president of the hardware association of that 
State, is apt to: boil itself down to a question of whether 
or not that dealer expects to sell any of the larger items. 
It is his contention that, if such articles as ranges, wash- 
ers and refrigerators are to be sold at all, they must be 
sold on some kind of an installment basis, and the one 
thing to determine is the most workable plan. 

Mr. Decker’s conclusions are not based on a mere 
mental attitude on the subject, but rather are founded 
on his experiences gathered during his efforts to make 
his store conform with modern merchandising methods 
and with the changing buying tendencies of the people 
in his community. At first he followed as sound the 
advice to avoid any installment sales contracts, and to 
offset the resulting loss of volume of sales, he put into 
practice the latest ideas on merchandise displays in his 
store. 

Following the general advice on the subject, he placed 
his goods on open display tables and, in short, adopted 


\ NY discussion as to whether a hardware dealer 
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Austin, Minn., hard- 
ware man finds that 
the larger items such 
as ranges, washers 
and refrigerators 
must be sold on some 
kind of an _install- 
ment basis if they are 
to be sold at all. 





the policies that were selling the smaller hardware items 
for the chain stores and variety stores. As far as this 
class of merchandise was concerned, the results were 
positive—sales increased materially and showed a satis- 
factory rapidity of turnover. However, Mr. Decker 
found that as a whole his store was still without a suffi- 
cient net profit because his overhead was such as to 
make it impossible to depend entirely up his sales of 
small hardware. His payroll was his big stumbling 
block, for he employs four competent men in the store 
at salaries ranging from $150 to $225 per month, and 
these clerks could not sell enough small merchandise 
to pay their own way let alone show a profit. 

After coming to the conclusion that he must sell wash- 
ing machines and ranges if he were to make any money, 
and that he must sell them on a deferred payment plan, 
Mr. Decker decided on a rather drastic course of action. 
First he remodeled his store to the extent of cutting a 
wide, easy stairway leading to the basement at the rear— 
being at the rear compelled everyone using it to pass the 
display tables and many incidental sales have resulted. 
The basement was made over into a sales and display 
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room for the larger items; plenty of electric lights and 
openings were installed, and two or three wicker chairs 
added for the comfort of the customers. 

Two light automobile chassis were purchased and fitted 
with distinctive truck bodies. Then the two senior (and 
incidently higher paid) store clerks were each put in 
charge of a truck and instructed to cover the territory 
in a house-to-house canvass. Results have been imme- 
diate, and a few weeks time have brought in the sales 
of 50 ranges, 60 electric washers and 12 refrigerators. 

Of course, practically all of these sales are of the 
installment variety, but Mr. Decker has found that the 
deferred payment plan is not necessarily as black as it 
is sometimes painted. In the first place he uses the 
same care in looking up a customers credit standing 
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Mr. Decker’s new trucks are at- 
tractive and serviceable. They are 
large enough to carry the merchan- 
dise as they should and yet small 
enough to run economically. The 
cabs are roomy and there is a re- 
movable top and side curtains to be 
attached to the body in bad weather. 


A miscellaneous lot of shelf hard- 
ware items that are ordinarily car- 
ried in the original boxes have been 
found to move much faster and in 
fact practically sell themselves by 
being displayed on this table. In 
addition considerable time is saved 
for the clerks, as the customer can 
pick out for himself exactly the size 
of the article he wants without 
half a dozen or more boxes being 
brought down for his inspection. 
This table is an old wrapping 
counter surmounted by a five tier 
pyramid. The trays were made in 
the store’s tin shop and the parti- 
tions are adjustable so that each 
compartment can be made the size 
to contain exactly the stock to be 
put in it. There are 156 different 
items on the table shown here. 
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Finds Canvassing 
Installment Selling Necessary 


before signing an installment contract as he would in 
opening an open book account. In practically all cases, 
he receives at least 25 per cent as a down paymer ‘tcthus 
giving the customer a large enough initial equi’ that 
he will take care of his future obligations promptly in 
order to protect it. The balance of the payments are 
then divided equally over a period of 6, 9 or 12 months, 
never longer, according to the customer’s financial ability 
to pay. Through an arrangement with a local bank, 
these contracts are turned to the bank for the collec- 
tion of the installments at a reasonable rate of discount, 
and so far there has not been a single case of delin- 
quency. In fact, it has been Mr. Decker’s observation 
that the customers who formerly were habitually slow 
in taking care of their open book accounts when it was 
possible to “stall” or neglect them are meritori- 
ously prompt with their installments. Possibly 
the fact that they are dealing with a bank 
rather than with an individual merchant may 
have something to do with their attitude. 

At any rate Mr. Decker’s experiment with 
canvassing and installment selling has been 
highly successful. He states that, if the store 
sales of small merchandise develop to a point 
where the two remaining men cannot take care 
of them, he intends to add a couple of girls to 
his force and in that way equalize his overhead 
with that of the chain stores with whom he is 
forced to compete. 
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Two Important Pamphlets 


Article I—Trade Betterment 


By Saunders Norvell 


WO pamphlets have recently come to the desk of 

the Contributing Editor which are well worth a 

careful study of everyone interested in the pres- 
ent and future of the hardware business. One is: 

“Trade Betterment, Reports and Recommendations by the 
, Hardware Council.” 

P other is: 
“Hardware Store Survey: A Study of Margin, Expense, 
Profit, 1927 Edition.” 

The latter pamphlet can be obtained from the above 
association at the price of $1. The former pamphlet 
does not give any price, but it can no doubt be obtained 
from either: 

The National Retail Hardware Association, 

The American Hardware Manufacturers’ Association, 
The National Hardware Association of the U. S., 
The Southern Hardware Jobbers’ Association. 

HARDWARE AGE will be glad to secure copies of both 
for any who need a supply. 

* * * * 


“TRADE BETTERMENT” 
Viz.: 

The Small Order Problem. 

Installment Selling. 

Causes for the Increased Cost of Hardware Distribu- 
tion. 

Making Manufacturers’ Selling Helps Productive. 

Business Management. 

Five Principal Things Which Manufacturers, Whole- 
salers and Retailers Should Do in the Interest of More 
Efficient Distribution. 

Hardware Trends. 

* * * * 


covers seven subjects, 


A brief review of these two pamphlets may be valu- 
able, even if they have been widely distributed in the 
hardware trade and notwithstanding the fact that many 
of their conclusions have already been touched upon in 
the leading hardware trade journals. It is evident in 
the case of both pamphlets that a great deal of hard 
work has been done in accumulating the data upon 
which the conclusions of these pamphlets are based 

* * * * 


SMALL ORDERS. 
In “TRADE BETTERMENT” 
ment upon small orders as follows: 

“Small orders always increase when the pendulum of busi- 
ness is downward, and all merchants—both retailers and job- 
bers—are reducing their stocks—cleaning house. This is very 
necessary in all successful businesses, and it is good to have 
business below normal to give the merchants an opportunity 
to do this. 

“The great cause of increase of small orders and ship- 
ments has been brought about by the government giving this 
transportation at a low cost—parcel post. While this does 
increase the cost of doing business, it has been a great 
economic saving for the merchant in being able to run his 
business on a small stock. It has also put him in a position 


wholesalers com- 


to give his customers better service, and has made him a 
stronger competitor of the catalog houses. 

“As business gets better, merchants will carry a better 
stock and buy in larger quantities, and naturally orders will 


increase in size, and the jobber and manufacturer will be 
called upon less for small shipments. 

“We believe when the retailer realizes that on 25 per cent 
of the business he gives the jobber there is no profit on 
account of the orders being small, he will make an effort to 
increase the size of his orders. 

“It also appears from the information submitted that re- 
tailers doing business with several wholesalers place a much 
larger percentage of small orders with some wholesalers 
than with others, and that some wholesalers have a far 
greater number of back orders and direct factory shipments 
than others. 

“The committee also recognizes that small orders have a 
place in our distributive system, and that they cannot be 
wholly eliminated. But it is equally evident that the exces- 
sive use of the small order privilege does add to distribu- 
tion costs, and that the practice should be curtailed as largely 
as modern conditions will permit.” 


Following their recommendations as to how the evil 
of excessively small orders may be reduced, the pamph- 


let continues : 

“In making these recommendations your committee realizes 
that no policy can be determined or rules laid down which 
will wholly correct the evil of small ordering carried to ex- 
cess. It has the positive conviction that no branch of the 
trade should be burdened with the expense for which it is 
not responsible, and that such extra expense should be paid 
by the one responsible for it. 

“It is also impressed from the evidence presented that the 
stocks of some wholesalers are not as complete as they should 
be for proper functioning, and that the competition between 
wholesalers for increased business has tended to increase 
instead of decrease the number of small orders.” 


INSTALLMENT SELLING. 


“We do not believe that inctallment selling can be done 
away with entirely, and perhans it would not be desirable to 
do so. But it should be curbed, and all branches of the hard- 
wate trade should cooperate in this effort, concentrating on 
at least three factors: 

To prevent the addition of more lines to the installment 
list ; 

To encourage merchants to insist upon larger down pay- 
ments and shorter terms; 

To discourage installment purchases by employees. 

“We also regard as serious, and have so expressed our- 
selves, the activities of finance corporations in promoting in- 
stallment sales. 

“Perhaps no installment propaganda is nwre insidious than 
that of high-grade clothing companies which have in the past 
year turned to this form of sales promotion. These com- 
panies stress the fact that the installment plan involves no 
higher costs than cash purchases. Continued education of 
this kind is certain to make the consumer wonder why he 
should pay cash, or even why his accounts should be settled 
in thirty days. The result will be a lengthening of credit 
terms and will discourage cash buying. 

“Merchants of all kinds will feel the effects of this kind 
of education, as will the manufacturers and wholesalers whose 
collections depend upon the collections of retailers, and upon 
the proportion of their sales which are for cash. 

“Numerous manufacturers are putting out literature advis- 
ing dealers to use the finance corporations. Examples are 
given showing that the retailer gets practically his cash price 
for the installment sales. The proposition is made very at- 
tractive. 

“But in all cases but one we have found that the retailer 
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has all the credit risk and all the collection expense that goes 
with any installment sale. He assigns the accounts to the 
finance corporation which advances a sum of money, making 
a charge for the service that approximates 20 per cent interest. 

“Manufacturers advising the use of these plans seem re- 
luctant to present the whole case to the retailer, to tell him 
that he is not relieved of the credit risk. The dealer cannot 
afford to sell merchandsie on the installment plan at the cash 
price. The cost of the money involved in carrying the ac- 
counts. is not as important a feature as the losses and collec- 
tion expenses. 

“We regard the assigning of account by dealers under such 
circumstances as extremely dangerous and as unfair to other 
creditors, since the finance corporation plan makes these or- 
ganizations preferred creditors.” 

CAUSES FOR THE INCREASED Cost OF HARDWARE Dis- 

TRIBUTION 

“The great increase during the last twelve years in the cost 
to retailers, wholesalers and manufacturers of distributing 
hardware has caused serious concern to each branch of the 
industry and has been the subject of much increase in the 
price of labor, supplies and equipment. This general price 
level is determined by economic forces beyond the influence 
of the hardware industry. Its effect will consequently be 
eliminated from consideration in an attempt to determine 
remedial causes for this increase in the cost of distribution. 

“While the individual merchant or manufacturer cannot 
greatly influence the higher prices compared to those of twelve 
years ago, which he must now pay for his help, his supplies, 
his equipment, and all sorts of services used in the conduct 
of his business, nevertheless he can study the general char- 
acter of his business to see if it is conducted more extrava- 
gantly or less efficiently. He can see if he pays more people 
to do the same amount of work, if his methods of conduct- 
ing business require more work, if he is rendering services 
which he did not formerly render, and, if so, whether these 
services are really worth what they cost.” 

MISSIONARIES AND SPECIALTY SALESMEN 

“Many manufacturers feel that the great diversity of the 
lines carried by the wholesale hardware trade makes it neces- 
sary for them to use missionaries or specialty salesmen. Man- 
ufacturers with new articles to market claim that whole- 
salers frankly tell them their salesmen have not the time to 
introduce new goods. Manufacturers of established lines claim 
that the selling energy of wholesalers has been concentrated 
on the new lines they have added during the past twelve 
years and diverted from standard articles. Consequently, 
both classes of. manufacturers claim it is necessary for them 
to go past the wholesaler to the retailer, or even to the large 
industrial consumer, in order to explain the uses and ad- 
vantages of their products. Manufacturers would be glad 
to be relieved of this additional selling expense, if their whole- 
sale customers could train their own salesmen sufficiently to 
know something about the products they were selling. It 
is recognized that it would be impossible for a jobbing sales- 
man to become posted on the comparative merits of all the 
articles in a wholesaler’s stock. Every addition to the variety 
of this stock, however, makes the problem more difficult and 
therefore increases the need for supplementary selling effort 
by manufacturers. The solution would appear to lie in special- 
ization and concentration by wholesale houses into the num- 
ber of lines which an average salesman could learn to know 
or else in training specialty salesmen of their own. Manu- 
facturers would be glad to do everything in their power to 
assist in conveying this knowledge.” 


CHAIN STORE COMPETITION 


“Frequent reference is made by dealers to the lower prices 
at which certain other classes of trade can afford to sell 
articles in competition with them. In some cases this may be 
due to buying advantage. Certainly a part of the trouble, 
however, is caused by the attempt of many in the hardware 
trade to carry water on both shoulders, through adopting 
costly forms of service in order to attract business and then 
imagining that they can profitably meet the prices of com- 
petitors who do not render service, but rely upon the price 
appeal to attract customers. The cost of many services is 
not sufficiently realized. The cost of trucking, for instance, is 
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figured as a percentage on all sales, while perhaps a com- 
paratively small proportion of the total sales may be trucked 
and if the cost of each delivery was charged against it, it 
would offset quite a difference in price.” 


ASTEFUL ADVERTISING 


“The attention of manufacturers is especially called to the 
widespread opinion that much advertising matter is wasted. 
It would appear advisable for each manufacturer who dis- 
tributes large quantities of advertising material to the trade 
to study their requirements so that the quantity of unused 
advertising matter may be reduced and the kind that is most 
useful be distributed more closely in accordance with the wants 
of customers, wholesale and retail. 

“Retailers and wholesalers should make full and _ intelli- 
gent use of material suitable to their business, advertising such 
articles as show them a reasonable profit in order to turn 
their way the sales stimulated and fostered by manufacturers’ 
advertising. ‘ 

Comments from Dealers: We like advertising matter that 
can be used as stuffers in out-going mail with our name im- 
printed and showing one item or one line only. Most manu- 
facturers want to advertise their entire line on one circular 
and we believe this is very confusing. 

“We, like most dealers, have received advertising matter, 
which is very expensive, on lines we do not carry. We 
believe that many manufacturers and distributors send out 
high-priced advertising promiscuously.” 


LABOR TROUBLES 


“Due to the ease of making money, or rather, getting sales 
during the war period, many merchants, store clerks and 
jobber salesmen are finding it hard—the intense mental and 
physical effort necessary to secure business under present 
conditions. 

“There is a lack of willingness to work on the part of the 
majority of the men today. We find that the younger gen- 
eration have been trained at school, that it is necessary for 
them to have recreation as well as work, and that they are 
not willing to make slaves out of themselves, as we older 
ones have done in the past. They want shorter hours and 
more time for vacations. They also expect enough pay to 
own an automobile and enough to run it. We would not 
argue the question as to whether they are correct, but it is 
no wonder that the expense of selling goods has advanced 
out of proportion to the addition of the cost of same.” 


BusINESS MANAGEMENT 


“The first duty of management should be to set an example 
to workers and to show by its own conduct that work intelli- 
gently directed and intensively pursued is the best dose to 
administer to such a sick patient. Work, and after that more 
work, and after that still more work will bring about a 
corrective. 

“It unfortunately appears to be true that those in mana- 
gerial positions very frequently, and in far too many cases 
are most willing to invent reasons and to accept the smallest 
suggestion for play. If the home ball team gives promise of 
an interesting afternoon or if a friend happens to call, it 
frequently suggests an afternoon off and perhaps a most 
pleasant time watching the course of the sphere as it is batted 
about the field or trundling the smaller sphere about the grass 
and over the bunkers or perhaps lolling about the verandas of 
the country club. 

“The ills of business today require most intensive study 
and the closest application by those best fitted by experience 
to cope with the problem. The work is there for them to 
do. The work must be done and they are the only ones to 
do it. If the boss does not do it, those who work for him 
should not be unfairly criticised for a similar desire to shirk 
responsibility. 

“We realize that this is a serious indictment to make against 
business management, but we suggest to those who complain 
of their workers that they first conduct a thorough cross- 
examination of themselves in order to develop facts which 
will fix the first responsibility.” 2 
(Continued on page 52) 
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$25,000 Sales of Sporting Goods from 
the Top of Two Show Cases 


Harry Londelius, successful hardware merchant on the south side 
of Chicago, overcomes serious handicap of insufficient display space 


lius, who operates a highly successful hardware 

store on the south side of Chicago, is badly handi- 
capped by a lack of room. However, he is a firm believer 
in the old saying of “where there’s a will there’s a way,” 
and so a couple of years ago when he saw an opportu- 
nity to add a line of sporting goods the fact that he didn’t 
have a spare inch of available floor space did not stop 
him from going ahead with the stock of sporting goods. 

Running from the front entrance of the store is 
a double row of floor show cases facing a wide 
center aisle. Having no floor room to devote to 
sporting goods, Mr. Londelius hit upon the plan 
of building a light rack along the tops of two of 
the cases and here is displayed the stock of golf 
and tennis and base ball goods, fishing tackle and, 
in season, guns and ammunition. 

In spite of the fact that there is not enough 
room to swing a golf club to test the “feel” of it 
without smashing a show case, golf clubs are 
perhaps the best selling item in the “department,” 
sales aggregating better than $5,000 annually. 
Other sporting goods sales amount to around 
$20,000, or a total volume of $25,000 from the 
tops of two show cases. This represents a three- 
time turnover of the stock. 

The sale of sporting goods in the Londelius 


| IKE a lot of other hardware dealers, Harry Londe- 


ed 


store is largely of the incidental variety—with the dis- 
play perched up on the show cases just inside the front 
door—anyone entering the store is sure to see them and 
this display coupled with frequent window trims is the 
only advertising that is done. However, the other de- 
partments help by bringing people into the store and the 
additional sales of sporting goods result, not to mention 
the many sales of regular hardware items that will be 
made. 
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A Window Working 
with Show Cases 
Brings Success 





Here are two pictures that 
show how Harry Londelius 
was able to bring his sport- 
ing goods sales total up to 
$25,000 annually. Con- 
fronted with the serious 
problem of lack of room to 
display his sporting goods 
stock inside the store, he 
hit upon the idea of build- 
ing a light rack on the tops 
of two show cases. It was 
a signal success. The mer- 
chandise is easily change- 
able when the seasons de- 
mand a change. If other 
lines of hardware are to be 
displayed on these racks it 
is also easily available. 
This idea will work out in 
many places where other- 
wise waste space would pre- 
vent a profitable display. 
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Pete Profit’s 


Partner 











HE meeting had been interesting enough, but, for 

me, the trip home was the best part of it. We were 

alone in the smoking room, the Old Man, Pete 
Profit and myself; as usual, Pete had a strangle hold 
on the conversation. 

“Remember last week when I was talking about war- 
rants and replacements?” he began. “There’s still a 
few boxes on that particular shelf I’d like to dust off. 
Replacements, properly handled, sometimes turn out 
something wonderful, but let the wrong man have the 
say-so, and more often they’re simply poison.” 

“Once we tried out a man,” he continued, “‘that came 
mighty near to wrecking my partner and me; he would 
have done fine as a traffic cop, or a sergeant of marines, 
maybe, but he was a little too tough for our trade. I 
remember one day, in came a high class looking sort of 
man, carrying a nice new saw. ‘This saw cuts crooked 
about a half inch in every foot,’ he said. The ‘fixer’ 
promptly threw him the dirtiest look in his vo-cab-u-lary 
and barked, ‘Saw’s probably all right—how about the 
man that’s using it?’ Pleasant, eh? Now in the store 
at that time was a cracker-jack carpenter, an old friend 
of ours. 

““Gus,’ says our diplomat, ‘come back here and show 
this man how to saw a board. Now I never believed in 
public rows with the men, so I sat tight, but was bound 
that some suitable apology would be made by either my 
partner or myself. A plank was produced, squared off, 
and the carpenter began to saw, tickled to death to show 
up a ‘dude.’ Well, instead of being a half inch off, for 
a fact he came out a full inch to the bad. The adjuster 
tried to cover up. ‘Give him another saw,’ he grunted 
to one of the clerks. The customer, meanwhile, had 
controlled himself pretty well, but now he spoke up. ‘I 
don’t want another saw,’ he said, ‘or anything else from 
a house that employs a man of your type.’ With that he 
marched out the front door on the double, leaving me 
feeling as if I had poisoned a pet dog.” 

“He lasted for just one more crack,” continued Pete, 
his stogie in full flame. ‘No—two more, come to think 
of it, and one of them cost us a whacking big account. 
We used to furnish th’s account a shovel marked with 
our private brand; whenever we happened to be out of 
these, we used to send them the same identical shovel, 
only carrying the maker’s name, picking them up at a 
jobber. Well, one fine day, the buyer drove in to register 
a loud squawk at the substitution—not a bad slant on 
how my partner and I stacked up in those parts. Instead 
of making an ordinary explanation, our trouble-shooter 
began by commenting on the buyer’s ignorance, not only 
as to this shovel, but on shovels in general. Bang! 
Another good account fell dead. 





“He was fired for a rumpus he started over a dime— 
yessir, a dime, think of it!” Pete heaved a scandalized 
sigh. “An old fellow brought in a piece of hose; it 
seemed that where the maker’s name was stamped, the 
insert had been too deep, causing a leak. The old boy 
figured that if we would give him a hose mender, he 
would call it square. Now the point is that in all the 
cases where this man got into trouble, he intended all 
along to end up by actually doing what he was supposed 
to do—making the thing right ; but you may have heard 
of that place paved with good intentions—my old 
partner couldn’t stand it, and he left that night.” 

Pete Profit was growing more excited. “Why, a good 
man, a really hot one, can turn those would-be blows 
into pats of praise. Get a man who expects the worst 
and then don’t give it to him; if it’s in order, make your 
adjustment—QUICK! Brag a little and mention how 
high class you are. It pays.” Pete chuckled. “I saw 
my partner one time,” he went on, “in one of the silliest 
deals I ever did sit in on. A man walked in one day sort 
of extra casually. ‘Do you sell the Gumbo hammer?’ he 
asked, careless-like. ‘How are they, anyhow, guaranteed ?” 
Now the chap’s whole manner was much like that of a 
correspondence school detective, and my partner wasn’t 
slow to get his drift. ‘Wonderful tool,’ he replied, 
‘and warranted against any defect,’ and with that he 
begins a regular oratidn about the Gumbo hammer. 
The slick one listened, struggling to control his glee. 
When my partner’d finished, he pulls out a Gumbo 
hammer and lays it on the counter. ‘All right,’ he 
says, pointing to a broken claw that showed a great 
big hollow fault, ‘what are you‘ going to do about 
this?’ All that he was missing was a notary public to 
have us really on the hip; his warrant tag had been in 
his hand all along. My partner looked at him as if he 
couldn’t believe his ears—that old skate would have 
made a first class ham actor—‘Do?’ he repeated, ‘what 
in the world did you think we would do?’ 

“*That’s what I came in here to find out,’ answers the 
sleuth, warming up—this was something like. 

“*And you actually doubted our word in the guaran- 
tee?’ asks my partner, looking as if he were about to 
break down and cry. Well, you should have seen that 
fellow’s face when he realized what a chump he’d been. 
I saw him many times later and never failed to get a rise 
out of him just by saying ‘warranted.’ ” 

The tra'n was slowing for our station. “Where is that 
famous partner of yours, Pete?” I asked, curious to hear 
his latest answer. 

“Well, I didn’t see any private car hitched on here,” 
he evaded with a twinkle, “so I guess he’s not on this 
train.” 
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A Continual Display of Small Toys 
Sales Magnet for the Boyle Hardware Co. 


HERE has been a good deal of talk lately about 

the advantages of open displays. The chain stores 

and the five-and-ten-cent stores usually are given 
the credit for originating open display tables. But in 
Ogden, Utah, the Boyle Hardware Co. has been using 
open displays for several years, and especially for the 
sale of small toys, which is one of the most profitable 
lines in its store. It sells a large amount of small toys 
every year, exclusive of the holiday season. In other 
words, it has a continual display of small toys on two 
open display tables which enable it to enjoy continual 
sales in this class of merchandise. Its turnover is about 
six times annually. These small toys range in price 
from 5 cents to about 50 cents each. 

Under each of the two tables devoted to small toys 
there is a continual display of wheel goods, such as 
scooters, kiddie cars, small velocipedes, etc. These are 
all part of the company’s toy stock, which is a year- 
round seller in Ogden; that is, in so far as the Boyle 
Hardware Co. is concerned. 

The two special toy tables used by this company are 
placed in the center of the store, where they can be 
easily seen. They are high enough to be interesting to 
children. They have sloping sides, so that a child can 
stand off to one side and see the different toys in the 
bins. The shelf that extends on two sides of the table 
has a slight ledge to prevent the toys that rest upright 
from falling on the floor. But it is not too high to pre- 
vent a child from examining the toys. 

One of the advantages of this particular assortment 


is that all of the individual items are priced low enough 
that a youngster, if he or she possesses a nickel, can buy 
something in the Boyle store. The girls can buy some 
jacks and a rubber ball. The boys can buy marbles. 
Mothers and fathers and relatives can get some little 
knick-knack for the youngster, which will be both inex- 
pensive and pleasing. People who desire to get a small 
toy or a game as a gift for a child do not have to ask 
a clerk in the store for something. All they have to do 
is to enter the store and help themselves to whatever 
pleases their fancies and pocketbooks. 

This continual display of small toys produces a steady 
flow of small sales. The sale of any of the individual 
items on display is small, amounting to less than $1 in 
each case. But the aggregate at the end of the week, 
at the end of the month and at the end of the year is 
surprisingly large. 

During the Christmas holiday season the Boyle Hard- 
ware Co. stocks a wider variety of toys and adds a num- 
ber of more expensive items to its display of merchandise. 

Toys are of particular importance to this company in 
that toys bring children into the store. They, in turn, 
bring their parents and relatives who buy other things, 
such as household goods, hardware, electrical fixtures 
and appliances, paint, etc. In short, the Boyle Hardware 
Co. is building up its general business, its general hard- 
ware and housefurnishings lines, by using toys as a 
sales magnet. For hardware merchants who do not 
handle toys to any great extent this point is worth con- 
sidering. They are a magnet for other hardware sales. 








A well arranged toy display in the window of Pettee’s, Oklahoma City 
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Mississippi Convention Held at Biloxi Discusses 
“Future of Retailing” 


HE twenty-first annual convention 

of the Mississippi Retail Hardware 

and Implement Association was held 
at White House, Biloxi, Miss., June 13, 
14 and 15, with President Calvin E. Flint 
of Batesville presiding. Secretary-Treas- 
urer, Guy Nason, Starkville, Miss., offered 
the members a varied and most interest- 
ing program with good speakers and care- 
fully planned business sessions, also some 
interesting entertainment features. The 
theme of the convention was “The Future 
of Retailing.” 

President Flint opened the convention 
Tuesday morning, delivering his annual! 
message which in part follows: 

“The theme of this meeting, ‘The Future 
of Retailing,’ is a subject of vital import- 
ance to all of us and if you get into the 
meeting as you should I am sure you 
will absorb something that will be worth 
while. The more you put into it the 
more you get out of it. We have with 
us men who will interpret the changing 
conditions of today and forecast the future 
for you, but this future will depend on 
you and you alone. You will be told to 
employ this method and use this idea and 
you can survive any competition. But I 
know exactly what some of you will say: 
I have heard you when I would be in 
a small group after the meeting, ‘Well, 
that all sounds mighty pretty and all right, 
but it won’t work for me.’ How do you 
know? Have you tried it? A _ proved 
theory will work ninety-nine times out of 
a hundred. I will say, however, if you 
do not believe it will work in your case 
and decide to try it for sake of argument, 
you must put your efforts behind it and 
work with the idea that you are going to 
put it over. A half hearted effort is just 
one per cent. better than no effort. As 
much as we hate to admit it our confidence 
in our ability is at times absurd, for there 
is much we can learn from the other 
fellow. 

“The National Retail Hardware Asso- 
ciation figures for the first four months 
of this year show that the volume of 
hardware men is slightly lower than last 
year for the same period, and that Missis- 
sippi is at least 10 per cent. off. At the 
same time they show that the mail order 
and chain stores have a small gain, while 
the figures from another source show that 
the mail order houses with their gain 
have suffered quite a shortage of their 
expectations, and attribute it all to the 
chain stores. The mail order houses see- 
ing business not showing the gain that they 
expected, after a thorough investigation, 
found that the chain store was the menace 
to their volume. They immediately started 
out on a program of fighting fire with 
fire. They have had several new stores 
in their chain and have plans laid for 
nine more within the next five years. If 
you are not up and doing I predict that 
before this year is over you will feel 


the effects of one of these new stores now 
being rushed to completion and very near 
your door. 

“We have with us here men who, if 
you will hear, will be of great help to 
you. Luther Stein of Belknap Hardware 
and Mfg. Co., Louisville, Ky., will no 
doubt give you jobbers viewpoints of the 
dealer and tell you of the jobbers’ dispo- 





Tilden Pryor 


Elected President Mississippi Hardware 
Association 


sition towards helping you to keep your 
home trade in the proper channel. It is 
iny candid opinion that we would get more 
help from him were we to treat him just 
a little bit more like we treat our banker, 
but instead of this we are all more or 
less inclined to put all responsibilities on 
him. Personally since 1916, I have asked 
no favor, price adjustment or consider- 
ation from my jobber friends that has not 
been apparently readily granted. However, 
I believe my efforts at localizing our 
business has helped me in this. During 
the year of 1926 we bought 74 per cent. 
of our goods through three jobbers. 

“Mr. Hatcher, of Milledgeville, Ga., past 
president of the National Retail Hardware 
Association and a man of very wide and 
varied experience in the hardware game, 
is with us and I trust that we may hear 
from him, among the many things he will 
tell us, his way of dealing with close at 
hand mail order house competition. He is 
near one of these houses and it has been 
operating long enough for him to have 
found out many things that will be of 
much aid to us. 

“There are other speakers here who are 
just as successful in their chosen vocation 
and I commend them to you and ask for 
your attention for your own gain. All of 
these men have traveled far that they 
might pass on to you an idea or a thought 
that has helped them and can help you. 

“It is my opinion that most of you 
will see very little change in your volume 
for this year as compared to last year. 


Your early shortage, if you had any, will 
be wiped out this fall by a larger volume 
than last fall, unless the unforeseen hap- 
pens again in the crop. The exports and 
consumption has been just about in keep- 
ing with the large crop of last year, and 
with the reduced acreage we can hardly 
expect any such crop as we made in 1926 
and the price will likely be just a bit bet- 
ter. Our fellow dealers of the flooded 
area are the sufferers and I can see little 
hope for them this year. While I speak 
of this let me remind you that if you 
have not already subscribed for stock in 
the Mississippi Rehabilitation Corporation, 
and can possibly do so, do it at once. In 
speaking of the reduced acreage there is 
grave danger that we out of the flooded 
area may over-estimate the reduction due 
to floods. It is possible that many in 
this district, where water remains longest, 
will shift to the short staple variety and 
produce a good crop. This has been done 
before very satisfactorily in overflowed 
sections. I have been told, and by parties 
who are in position to know, that this 
flooded area will have more feed stuft 
planted than ever before and that, while 
it will have no effect on trade this year, 
will be a big factor for 1928 if they can 
grow their feed. 

The Rev. J. M. Sullivan of Biloxi gave 
the invocation and the Hon. John Ken- 
nedy, Mayor of Biloxi, welcomed the con- 
vention to that city. Vice-president Tildon 
FE. Pryor, Calhoun City, responded to the 
Mayor’s welcome and secretary Guy Nason 
made his annual report, which follows in 
part: 

“Since our last convention I have heard 
many pleasing things said about the 1926 
meeting. Of course I fully realize that 
it did thot please all and neither will this 
one please everybody, but we have studied 
conditions and labored for a whole yéar 
on getting strong speakers for our pro- 
gram. President Flint has given liberally 
of his time and talent and I believe his 
judgment has been good. Our office has 
endeavored to let the dealers of the State 
know if this splendid program so that 
they would know that the cost of making 
the trip would be justifiable. I am sure 
you are not going to be disappointed and 
that the convention will be profitable to 
you. 

“Our exhibit has been one of the out- 
standing features of our annual meeting 
and this year we have arranged to have 
it more interesting and more proftable. I 
am pleased to say to you gentlemen that 
the exhibitors have found it worth the 
expenses and trouble to bring these exhibits 
to us. I would like for as many of you 
as can do it, to place orders for merchan- 
dise shown on our floors here. 

“The experiences of many of our Delta 
members has been most deplorable. The 
floods have cost them thousands upon 
thousands of dollars, mixed with sorrow. 
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Death and misfortune have loomed up 
where least expected in many cases. The 
sympathy of the entire nation has gone 
to these people and all of this is appre- 
ciated but the peoples of the Delta hold 
the world’s record for staying with a 
proposition and they are fastly rehabili- 
tating their farms and other business insti- 
tutions. Our members in the Delta have 
confidence and ability to come out of this 
calamity and we compliment them on their 
stand. The State and National Associ- 
ations are serving in every way possible. 

“Matters to come before the next Leg- 
islature should be carefully studied by a 
committee appointed for that purpose and 
this committee should keep a watchful eye 
on the lawmakers while in session next 
spring. 

“A complete, simple accounting system 
devised especially for hardware dealers is 
being used by an increasing number of 
members and is available through the 
association at cost. Members are urged 
to use this system and please let your 
orders come through the Secretary’s office 
and I will guarantee prompt service. 

“A large number of our members are 
sending us their freight bills to be audited. 
We have arrangements made with reliable 
auditors who find many overcharges and 
collect them on a 50-50 basis—no deposit 
required—a reliable service which is avail- 
able to members. 

‘During the 20 years of existence of 
the Association we have had 20 presidents 
who have passed through a full year’s 
term. Of the twenty who have passed 
to the degree of Past President, three 
have passed to the great beyond. A ma- 
jority of the remaining 17 have indicated 
that they would attend the Banquet to- 
morrow night. Their presence will be a 
great inspiration to us all who sit with 
them at the last session of the 1928 Con- 
vention. 

“Ends have been met. All bills are 
paid. Sufficient funds are in sight to carry 
on the work for the remaining months of 
this year, provided the delinquent mem- 
bers pay their dues as they usually do. A 
financial statement is herewith submitted.” 

R. H. Hatcher, Milledgeville, Ga., past 
president, N. R. H. A., spoke on the con- 
vention theme. His subject was “Looking 
Forward in Hardware Retailing,” which 
he covered with his customary skill, delv- 
ing into many years of successful ex- 
perience. 

O. T. Hammer, Water Valley, a past 
president of the Mississippi association, 
spoke on curio advertising and offered 


As a result of extensive investigation, M. F. Hollister, 
a business engineer of San Francisco, lecturing recently 
in the Northwest, has discovered that personality is the 


strongest force in retail selling today. 


He attributes to defective personality in the salesman 
fifty-three per cent of all the sales lost in retail stores, 
and has pointed out that “personality is an intangible 
though all-important element in business to which too 
many business men give little attention. 

“One of the most serious leakages in merchandising is 
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some of his own successful experiences 
with advertising. Mr. Hammer is mayor 
of his city and president of the local 
Rotary Club. 

Luther R. Stein, vice-president, Belknap 





J. H. Witt 
Ist Vice-President 
Mississippi Hardware 
Association 


Hardware and Mfg. Co., Louisville, Ky., 
who has been a hardware man since his 
tenth birthday, emphasized the importance 
of concentrating on work at hand. T. W. 
McAllister, editor Southern Hardware, 





Guv Nason 
Secretary-Treasurer 


talked on “Main Street Merchandising,” 
followed by Harold W. Bervig from the 
National office, whose subject, “The Bat- 
tle for Business,” concerned the import- 
ance of proper store layout and location. 

After each talk the subject in hand 





Brush Up on Personality 


discovered in the fact that after spending tremendous 
amounts of money for advertising in order to bring cus- 
tomers to the store, business houses fail to sell thelr 
goods simply because the clerks do not have sufficient 
personality to interest the customer.” 

Can this be true of your salesmen, or, frankly, of your 
own personality, so far as selling is concerned ? 

Mr. Hollister further emphasized that wrapped up in 
every person of the establishment is the reputation of the 
business.—Jnland Printer. 
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was offered the convention for informal 
discussion. Question box discussions were 
held Wednesday afternoon under the direc- 
tion of Vice-President J. H. Witt. 

The annual banquet was held Tuesday 
evening with Vice-President Witt as toast- 
master. Hon. Clayton T. Rand, editor 
Gulf Coast Guide, was the speaker. The 
annual ball followed the banquet. 

Tildon Pryor, Calhoun City, was elected 
president to succeed Mr. Flint. Vice- 
presidents chosen are J. H. Witt, Jackson, 
and A. W. Willis, Tyletown. Guy Nason, 
of Starkville, of course, continues efficient- 
ly as secretary-treasurer. The executive 
committee includes A. A. Senter, Macon; 
W. R. Saunders, Starkville; J. T. Hughes, 
Oxford; John Hill, New Albany; W. F. 
Townsend, Itta Bean, C. W. Erwin, 
Duncan; B. C. Hill, Houston; T. E. Dame, 
Tillatoba; G. D. Payne, DeKalb; A. P. 
Turner, Philadelphia; S. G. Thigpen, 
Picayune; B. I. Knost, Pass Christian; 
S. F. Fortenberry; J. K. Patterson, Wes- 
son; H. L. Moorehead, Jackson, and E. E. 
Ellis, Yazoo City. 

At the closing session the convention 
adopted a resolution asking for necessary 
Federal aid in assisting flood victims and 
preventing a recurrence of a similar 
disaster. The gist of the resolution 
follows: 

Therefore be it resolved, that the Miss- 
issippi Retail Hardware and Implement 
Association in their twenty-first annual 
meeting now assembled in Biloxi, Missis- 
sippi, go on record as favoring an imme- 
diate relief measure by Congress for the 
losses already sustained by these people 
and protection against further distructiom 
from overflows as quickly as possible. 

And be it resolved, that we petition and’ 
beg our honored President Coolidge to. 
forthwith and immediately call Congress 
together in special session and that he 
recommend the appropriation of such sums 
as are necessary out of the Treasury of 
the United States to reimburse the flood’ 
sufferers of the Mississippi river over- 
flow for their financial losses in full. 

And further, that Congress be requested 
to put in operation a program that will 
protect us from further damage in the 
future. For all this we pray. 

And be it further resolved, that a copy: 
of these resolutions be forwarded to Presi- 
dent Coolidge and a copy also be for- 
warded the National Retail Hardware 
Association with a request that it adopt 
a similar resolution at its annual meet~ 
ing this month. 
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Charles L. Reierson Returns from Europe 


Editor’s Note—Charles L. Reierson is home again after sev- 
eral months’ vacation in Europe. 

A few days ago we lunched with him, and listened with keen 
mterest to his observations of things abroad. In fact, we became 
so absorbed that we nearly forgot to come back to work. 

However, after some persuasion we finally induced him to 
write a short story of “Europe as he saw it,” for the benefit of 
HarpwarkeE AGE readers. 

Mr. Reierson, who was formerly with the Simmons Hard- 
ware Co. and later president of the Remington Arms Co., is 
particularly fitted by training and experience to judge conditions 
in the countries he visited. Also, he has a way of expressing his 
thoughts in an wteresting and pleasing manner. You will enjoy 
reading his story as much as we have. 

Despite rumors to the contrary, Mr. Reierson has made no 
arrangements as yet for getting back into business life. He has 
no definite plans for the future, except that sooner or later, 
when his vacation begins to pall, he expects to get back into the 
harness in some line which will enable him to maintain contact 
with his many friends in the hardware trade. 


T is difficult in the course of a brief visit to tell you 
of the many interesting things seen on my first visit 
to Europe because all that I saw was so new, so 

strange and so different that it was all of intense interest 
to me. Sailing from New York on Jan. 29, we fol- 
lowed the southerly course and five days later put into 
the harbor of Funchal, Madeira Islands, where we spent 
a glorious day and evening 
before sailing for Gibraltar. 
Another day was spent there 


looking over the queer old town, visiting the fortifica- 
tions and going across the line into Spain at the quaint 
little town of Algeciras. Being a student and a close 
observer of advertising I had pictured the Rock of 
Gibraltar as having the name “Prudential’’ painted on 
it in box-car letters, but it isn’t so. 

From Gibraltar we crossed over to the north coast of 
Africa and spent a day and an evening in the city of 
Algiers, which presents a most attractive view as it is 
approached by sea, being built seemingly in tiers on 
the hills that rise almost from the water’s edge and with 
the barbaric coloring of the houses with their tiled roofs. 
The weather was so rough that we could not go inside 
the breakwater and our ship was compelled to anchor in 
the roadstead and it was quite an adventure in getting 
from the steamer to the tender to go ashore and more of 
an adventure in getting back on the ship after nightfall, 
the gale having increased. That was the only rough 
weather experienced on the voyage and it continued 
throughout that night and the next day until along in 
the afternoon when we found ourselves in the lee of 
the island of Sardinia, when there was immediately 
perceptible quieting of the rough seas. 

Having been told that the harbor of Naples is the 
most beautiful in the world, we were on deck bright and 
early on the morning we were due there and as we 

(Continued on page 54) 
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The sleeping car ticket from Syracuse 

to Rome is here reproduced. It ap- 

pears to be largely taken up with ad- 

vertisements, but it was the equiva- 

lent of our American Pullman ticket 
on the Italian railroad. 
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Remington Sportsmen’s Week Display Contest 
to Be October 17 to 22 


Remington Sportsmen’s Week, the an- 
nual merchandising event conducted by 
the Remington Arms Co. Inc., 25 Broad- 
way, New York City, comes at the height 
of the hunting season this year. During 
the week of Oct. 17, to 22, which is also 
just about the time the hunting season 
opens, hardware and sporting goods dealers 
will again have the opportunity to com- 
pete. Judging from the five previous con- 
tests, the week this year will provide in- 
creased good-will, new customers, multi- 
plied sales, speedier turnover and greater 
profit for competing dealers. 

That each contestant may have a chance 
to win one of the prizes and not be handi- 
capped by the size or location of his store, 
the $5,000 will be divided in three classes. 
One group is confined to dealers in towns 
of not more than 3000 population, the 
second, in towns between 3001 and 6000, 
and the third in towns of more than 6000. 
In each group there will be a first prize 
of $100, two second prizes of $75, three 
third prizes of $50, etc. In the group of 
small towns there will also be 120 awards 
of $5 each; in the other two groups, 100 
awards of $5 each. In addition there will 
be a grand prize of $250. 


Seymour Sears Testimonial Din- 
ner, Hotel Pennsylvania, July 28 


Seymour N._ Sears, vice-president, 
Tucker Co., a founder and first chief 
booster, Hardware Boosters (New York), 
also president of the National Council of 
Traveling Salesmen’s Associations, will be 
honored July 28. On that date a testi- 
monial dinner will be given Mr. Sears at 
the Hotel Pennsylvania immediately fol- 
lowing the close of the Council’s conven- 
tion on that day and at that place. Mr. 
Sears has been renominated for president 
of the Council. The testimonial dinner 
is given in appreciation for his unselfish 
devotion to the cause of the traveling sales- 
man and for his untiring efforts and suc- 
cessful administration as Council president. 

Herbert F. Schamberg, treasurer, Far 
Western Traveler’s Association, is chair- 
man of the special dinner committee. 
Prominent speakers will be on the pro- 
gram. The dinner will be strictly stag 
and informal. Those attending are re- 
quested to wear business clothes. 





Robert Emison Now with 
Francis Keil & Son, Inc., N. Y. C. 


Robert Emison, formerly sales manager 
of Kilborn & Bishop Co., New Haven, 
Conn., has joined the sales department of 
Francis Keil & Son, Inc., New York City. 
The latter firm manufactures builders’ and 
miscellaneous hardware, etc. 





North Jersey Hardware Assn. 
Enjoys Annual Outing 
Two hundred and twenty-five members, 


guests and friends of The North Jersey 
Hardware & Supply Association of New- 








Window display material will be fur- 
nished free. It is very attractive and in 
full color. Transportation on the trim 
will be prepaid to dealers who desire to 
enter this contest. 

Each dealer must furnish a photograph 
of his window display to the Remington 
Arms Co., Inc., on or before Nov. 12, 
1927. They should be addressed to Dept. 
“A,” Remington Arms Co., Inc., 29 War- 
ren Street, New York City. 

Every dealer who submits a photograph 
which complies with the rules of the con- 
test will be sent a check for $4 to defray 
the cost of photographing the window dis- 
play. Should the dealer win a cash prize, 
the $4 will be deducted from his award. 
For example, if the merchant should win 
a $25 prize, his second check would be 
for $21. 

The displays will contain guns, ammu- 
nition, cutlery, fishing tackle, traps and 
other products necessary to the sportsmen. 
The judges this year will be, Llew S. 
Soule, editor, HARpwaArE AcE; J. G. Tay- 
lor Spink, general manager, Sporting 
Goods Dealer, St. Louis, Mo., and Roy F. 
Soule, editor, Hardware Dealers Magazine. 


ark, N. J., journeyed out to Lake Hopat- 
cong, N. J., on June 29, for the annual 
outing. 

Arriving at Bertrand’s Island in Lake 
Ifopatcong, they disported themselves with 





Al. 


Birkenmeier, Jr. 


swimming, boating, athletic contests and a 
base ball game. The Salesmen’s team de- 
cisively defeated the Dealer’s team, to a 
tune of 15 to 7. A banquet was served 
in the early evening. 

Al. Birkenmeier, Jr., secretary of the 
association, thanked all present for their 
cooperation and cordially invited all friends 
and guests to the next regular meeting 
of the association, which will be held in 
October. 

The Committee on Arrangements con- 
sisted of Morris Miller, chairman; Ma- 
thias Ludlow, H. H. Ludwig, Lewis Schel- 
ling, association president; and Al. Birken- 
meier, Jr. 

A large delegation of Hardware Boost- 
ers was present. 
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Paul D. Cravath Succeeds the 
Late Guy Eastman Tripp 


Paul D. Cravath, general counsel of the 
Westinghouse Electric & Manufacturing 
Co., East Pittsburgh, Pa., has been chosen 
as acting chairman of the company to suc- 
ceed the late General Guy Eastman Tripp. 
He will serve until the election of a per- 
manent chairman. 





Devoe & Raynolds Plan Varnish 
Factory for Chicago 


E. S. Phillips, president of Devoe & 
Raynolds Co., Inc., New York City, re- 
cently left for Chicago, Ill, to attend the 
regular meeting of the Educational Bureau 
of the American Paint and Varnish Man- 
ufacturers. While Mr. Phillips is in Chi- 
cago he expects to approve final plans and 
recommendations of the architect for the 
lew varnish factory to be erected by 
Devoe & Raynolds Co., Inc., within the 
coming year in Chicago, Ill. The com- 
pany has a large paint factory there. 





Edgar A. Reynolds of Havana, 
Cuba, Visiting New York 


Edgar A. Reynolds, of the hardware 
store, “Aguila 100,” Havana, Cuba, called 
on HarpwareE AGE this week. Mr. Rey- 
nolds has been in the hardware business 
in Havana for the past 18 years. He 
represents Sargent & Co., Lowe Brothers, 
and Richards-Wilcox. “Aguila 100” has 
Warren shelving of the most modern type, 
and Mr. Reynolds has been looking over 
open display tables to be installed in his 
store, 2s he believes they are the only 
thing for present-day requirements. 





Reynolds Spring Co. to Hold 
Annual Sales Conference 


To assure continuance of its policy of 
close cooperation by every link in its 
sales chain, the Reynolds Spring Co., Jack- 
son, Mich., is holding another of its annual 
sales conferences July 14 through 16. 

Among the guests of honor who are 
scheduled to make addresses and partici- 
pate in an exchange of ideas, will include 
Harry Carlson of Dayton, Ohio, repre- 
senting the Bakelite Corp.; S. H. Simon- 
sen of the Illinois Electric Co. of Chicago, 
Ill., and Frank E. Watts, manager of the 
Electrical Goods Section of HARDWARE 
AGE. 





Herbert Zahren Dies 


Practically every rancher and farmer in 
northern Nevada knew Herbert Zahren, 
who passed away recently at his home in 
Winnemucca, Nev. 

He was born in Mendota, IIl., and at- 
tended the graded schools there. During 
the farming boom of the Dakota States, 
he and the family moved to Watertown, 
S. D., and he was employed in a hard- 
ware store. He came to Winnemucca in 
1900 and accepted a position as a plumber 
for the E. Reinhart Co. In 1907 he was 
promoted to manager of the hardware de- 
partment and ably filled this position until 
his death. 

He is survived by his former wife and 
two children. 
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Kiddie Kar Patent Upheld by 
U. S. Circuit Court 


A most important decision in the wheel 
goods industry has just been handed down 
by the United States Circuit Court of 
Appeals, in which is sustained the claim 
of the H. C. White Co. to the mechanical 
patents on the famous Kiddie Kar. The 
decision is a sweeping one, and the claims 
of the White Co. fully upheld. In fact, 
the White Co. is advised by eminent coun- 
sel that the patent is not voided by add- 
ing pedals to make the car propellable 
either by feet on ground or on pedals, or 
by changing shape of seat, or by a baby 
walker made convertible into a car which 
a child can steer. 

In other words, all modifications of the 
Kiddie Kar basic idea (such as pedal cars 
and convertible baby walkers) fall under 
the patent as upheld in this decision. 

There are many interesting things about 
this decision, not the least of which is 
the court’s words: “We see in this an in- 
vention just because, being so simple, it 
had not occurred to anyone before... . 
Invention is not to be gauged by the nec- 
essary physical changes, so long as there 
are some, but by the directing conception 
which alone can beget them.” 

Thus this decision of the upper court 
closes, successfully for the Kiddie Kar 
patent, litigation spread over many years 
and most firmly contested by able counsel 
on both sides. 

In the lower court the decision was ad- 
verse, but the White Co. are well re- 
paid for carrying the case to the higher 
court, where they have obtained a reversal 
and have sustained the important mechani- 
cal patent which gives them the broad pro- 
tection of the basic idea. 

As an example of the thoroughness of 
the defendants in attempting to break 
down the Kiddie Kar patent, it is to be 
noted that the defendants went back as 
far as the seventeenth century in citing 
evidence in an effort to prove that the 
Kiddie Kar patent should not be sus- 
tained. 

The important broad claim which has 
been sustained by the Court of Appeals 
is as follows: “In a child’s vehicle adapted 
to be straddled and propelled by the action 
of the child’s feet against the surface over 
which the vehicle travels, a horizontal 
body member comprising a wide seat sec- 
tion, a comparatively narrow front section, 
and a relatively narrow portion connect- 
ing the two sections, a rear member con- 
nected to the seat section with support- 
ing wheels thereon, a steering member 
comprising a post operably supporting the 
front section and rolling means connected 
to said post.” 





Bridgeport Brass Co. Appoints 
W. S. Kriebel to Phila. Office 


The Bridgeport Brass Company, Bridge- 
port, Conn., announces the appointment of 
William S. Kriebel, Jr., of Philadelphia, 
as salesman in the Philadelphia territory. 
He will make his headquarters at the 
Bridgeport Brass Company’s Philadel- 
phia Office, located at Bankers Trust 
Building. ’ 

Mr. Kriebel graduated from Penn State 
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in 1912 as a Forester. After finishing 
his course, four years were spent in 
Ansonia as forester for the Ansonia 
Water Company and manager of a sub- 
sidiary lumber company. His initiation 
into the brass business was in 1917, when 
he went into the sales office of the An- 
sonia branch of the American Brass Com- 
pany. After several years spent with this 
company, he returned to Philadelphia, 
where he recently resigned his position as 
vice president and sales manager of an 
automobile accessory jobbing business to 
come with the Bridgeport Brass Company. 





New Haven Clock Co.’s Em- 
ployees Hold Long Record for 
Service 


This year the New Haven Clock Co. 
of New Haven, Conn., is celebrating the 
one hundredth and tenth anniversary of 
its founding. In the employ of the com- 
pany are many workers who have served 
faithfully for long periods of time. The 
48 Gold Rush had scarcely subsided when 
Noble Camp, started to help make New 
Haven clocks and watches. He holds the 
record, having served 67 years. Edwin 
P. Root, president, has 52 years of con- 





Edwin P. Root 


tinuous endeavor to his credit and heads 
the list of eight executives ‘included in 
the service roll of honor. 

A group of seventy-eight employees 
has rendered a combined service of 3,383 
years, each having been with the company 
for more than 35 years. Two of the 
seventy-eight are women. 

“The longer their service the better their 
work and the greater the satisfaction and 
pleasure they gain from their work,” this 
is how Mr. Root explains why so many 
New Haven employees remain in one spot 
for so many years. 


J. Harry Underwood Dies 


J. Harry Underwood, senior member of 
the hardware firm of Babcock, Hinds & 
Underwood, Binghamton, N. Y., and for- 
merly president of the New York State 
Hardware Dealers’ Association, died at 
the home of his daughter, Mrs. R. E. 
Blaisdell, in Kings Park, Long Island, on 
July 5. Mr. Underwood had a very bad 
heart attack, which proved fatal. He was 
one of the best known figures in the hard- 
ware trade in the Southern Tier. 
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Imperial Knife’ Co. Establishes 
New York City Office, A. H. 
Willey Sales Manager 


For the greater convenience of the trade 
in the Metropolitan area and out-of-town 
locations the Imperial Knife Co., Provi- 
dence, R. I., has established an office at 
Suite 500 E, Hudson Terminal Building, 30 
Church Street, New York City. A full 
sample line of the company’s pocket and 





A. H. Willey 


pen knives will be carried on display but 
all shipments will as heretofore be made 
direct from the works at Providence, R. I. 

A. H. Willey who was recently appointed 
sales manager of the Imperial Knife Co., 
will be in charge of the New York office. 
Mr. Willey has had a most extensive ex- 
perience in the merchandising of cutlery, 
is known from coast to coast among hard- 
ware and sporting goods jobbers and is 
a well known figure at national conven- 
tions. 


Globe Steel Co. Changes Name 


On June 22, 1927, the Globe Malleable 
Iron and Steel Co., of Syracuse, N. Y., 
changed the firm name to Globe Forge 
and-d*oundries, Inc. 





Leipzig Fair Dates Announced 


The international trade fair, which has 
been held for centuries at Leipzig, Ger- 
many, will be open this year from Aug. 
28 to Sept. 3. Some twenty countries will 
display their products. It is expected 
there will be over 7000 exhibits. 

Visitors are admitted only by invitation, 
thus to eliminate the mere sightseers. The 
exhibition has representation in the United 
States through the Leipzig Trade Fair, 
Inc., 630 Fifth Avenue, New York. 





Remington Presents Lindbergh 
with Handsome Pocket Knife 


Remington Arms Co. Inc., 25 Broadway, 
New York City, through the courtesy of 
A. W. Geller, president of the Geller- 
Ward-Hasner, wholesale hardware mer- 
chants of St. Louis, Mo., presented to 
Col. Charles A. Lindbergh a handsome 
dark pearl handle pocket knife. Mr. Geller 
was a member of the St. Louis Lind- 
bergh Reception Committee and presented 
the knife at the official welcome held on 
June 18. 
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New York = and 
Wichita, Kansas, 
hardware stores use 
high class displays. 


LL kinds of business places joined in the general wel- 

come home to Colonel Charles Lindbergh, and two 

of them are here pictured. Charles Kurzon, 93-103 
East Houston Street, New York, who owns one of the 
most efficiently arranged hardware stores to be found 
anywhere, devoted the window reproduced here to the 
pointing out of the part played by good tools in the ac- 
complishment of the history-making flight. The poster 
in the window reads: “Welcome Home, ‘Lindy.’ The 
secret of the success of your epic flight across the At- 
lantic is the reliability of your ‘partner,’ the graceful 
‘Spirit of St. Louis,’ with its splendid motor built to 
highest perfection with high-grade tools. Lindbergh’s 
day of triumph is a day of triumph for good tools. See 
Charles Kurzon when you look for quality tools.” 

This window was made even more effective by the use 
of a powerful spotlight on the floor of the window, as 
may be seen in the photo. The Kurzon store was a 
place of unusual interest and the other windows contain- 
ing builders’ hardware and garden tools, respectively, 
came in for a good share of the attention of the public. 

Nat Wylie of the Steel Hardware Co., Wichita, Kan., 
is to be congratulated upon the well-balanced and very 
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artistically arranged window shown directly below the 
Kurzon window. It would be hard to find a window 
that displayed so much refinement and good taste. The 
general scheme of the display is logical in every particu- 
lar and the execution of it is all that could be desired. 
The mercharidise that is introduced is not obstrusive to 
the occasion and one does not get the feeling that Lind- 
bergh’s feat is a mere excuse for exploitation. Such 
handling of the situation as this lends dignity and prestige. 

The window at the upper right was the conception 
of Mr. Murdock, manager of the Fulton Street store 
of Devoe & Raynolds Co., and as he expressed it “for 
once we did not put a single can of paint in the window, 
believing that the Colonel’s feat was worthy of a good- 
will display rather than one upon which we could capital- 
ize by means of a tie-up between merchandise and the 
welcome home idea.” Mr. Murdock says the window 
received very favorable comment and attracted a lot of 
attention, and that from a prestige standpoint, it did every 
bit as much good as a regular paint window would have 
done. Thus it will be seen that windows that build 
prestige for the store do not necessarily have to carry 
a large display of merchandise to be effective. 
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Keystone Makes Washer Kits 
for Household Use 

The Keystone Brass and Rubber Co., 

826 Arch Street, Philadelphia, Pa., has re- 


cently brought out a bibb washer kit for 
household use. The kit contains eleven 


THAT WAST 
We" NAAT 
FAUCET WASHERS 


JA SIZE FOR EVERY FAUCETS 
(Ea f HoT ARR COLD he 


Pc a __WATER 





assorted washers and six brass bibb screws. 

This company has made two types of 
washers, one for hot water and one for 
cold. They state that the gray washer is 
made from cotton fiber which is chemi- 
cally treated to last in boiling water. The 
red washer is made from a tough fiber and 
is flexible enough to seat properly in cold 
water. 

An attractive display carton containing 
36 kits is also prepared by the manufac- 
turer. 


Cabinet of Aluminum Makes 
Completely Shielded Radio 


A radio receiver set «with several im- 
portant features has been recently brought 
out by T. S. Witherbee Co., Inc., Wool- 
worth Bldg., New York City. 





The Shielded Knight, model 6-65, has 
six tubes and only one control. There 
are three stages of tuned radio frequency, 
detector and two stages of audio frequency. 
The circuit is designed to accommodate a 
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power tube in the last audio frequency 
stage if so desired. 

The cabinet is made entirely of alumi- 
num and has an oxidized bronze finish. 
It is 8 inches deep, 15 inches long and 7 
inches high. 


Lead Breaking Up Tool 


A simple but effective tool for the break- 
ing up of white lead from the container 
has been designed by the Eagle-Picher Lead 
Co. of Chicago, Ill, and is now being 
manufactured for the trade by the Ameri- 
can Cutlery Co., 732 Mather Street, Chi- 
cago, Ill. The tool is a large, heavy knife 
with a blade 10 inches long and 1% inches 
wide with a rounded point and made from 
12 gage crucible steel, to which is attached 
a strong 7 inch wooden handle. 

By holding this knife at a slight angle 
and running it around the inside of the 
lead container, with a cut across the cen- 
ter, using a little linseed oil, a 100 pound 





drum of white lead can be completely 
broken up in about 4 minutes by actual 
tests. Master painters usually figure an 
hour’s time for the breaking up of a drum 
of white lead. 

Dealers may obtain a complete descrip- 
tion and prices on this time and labor sav- 
ing instrument from either the Eagle- 
Picher Lead Co. or the American Cut- 
lery Co. 


Standard Electric Stove Co. 
Issues Catalog No. 15-B 


A new catalog, No. 15-B, has just been 
issued by The Standard Electric Stove 
Co., of Toledo, Ohio. 

It contains illustrated descriptions of 
the various electric stoves and ranges, 
heavy duty ovens, toasters, broilers, grid- 
dles, hot-plates, electric fireless cookers, 
serving tables, coffee urn heaters and water 
heaters, which are made by the company. 
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Glass Plug Fuse Eliminates 
Shock and Waste of Time 


A new development in plug fuses has 
been recently introduced to the hardware 
trade by the Royal Electric Co., Chelsea 
Station, Boston, Mass. The Royal Crystal 
Plug Fuse has a top which is made of 
special annealed glass. By eliminating a 
brass cap or metal ferrule on the top of 
the fuse, the manufacturer claims the glass 
construction reveals the condition of the 
fuse at a glance, and that it is a very sim- 





ple matter to detect a blown fuse plug. 

Another feature of this product is that 
the danger of shock has been eliminated. 
The manufacturer states that the glass 
insulates perfectly. Ampere ratings are 
said to be always correct and dependable; 
dimensions uniformly accurate. 

The Royal Crystal Plug Fuse has been 
indorsed by the Herald Tribune Institute 
of New York, the Good Housekeeping 
Institute, Associated Mutual Fire Insur- 
ance Companies, and the Underwriters’ 
Laboratories of New York. Five plug 
fuses come in a “Handy Pack,” and twenty 
“Packs” in a very attractive counter dis- 
play. Five display units (500 fuses) to 
a standard shipping case. Shipping weight, 
37 Ib. 


Radiant Heater Units Useful 
for Many Replacements 


Dalton-Marsh Co., Danvers, Mass., 
which is a division of the Consolidated 
Electric Lamp Co., is now manufacturing 
an article which is to be used as a replace- 
ment on many kinds of electric heaters 
and warmers. Champion Radiant Heater 
Units are said to fit all bowl heaters which 
use a medium screw base, many new elec- 
tric air heaters and the new electric auto 
warmers. 

The manufacturer claims that the finest 
heating wire is used; joints and connec- 





tions cannot loosen, and the heat resist- 
ing porcelain core is of the highest grade. 
The heater units come in two models, 


> 


“cone shape.” The 





“straight shape” and 
standard package of six units weighs 2 lb. 
One hundred units weigh 25 Ib. 
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Lag and Elevator Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
Assume a desired discount of 40 per cent on 1-inch diameter lag bolts, 2 inches in length. 
Find the length line and follow along until you reach the 40 per cent discount column—here you 
find the answer, 1704. Other discounts and lengths are determined in the same manner. List 
prices are per 100. 


LAG BOLTS—(One inch diameter) 


ELEVATOR BOLTS—(5/16 inch Diameter) 


July 14, 1927 






































































































































































































































































































































































































































DISCOUNT DISCOUNT 
Length| List Length} List 
10 | 20 | 25 | 30 | 33%] 40 | 50 | oo | 70 10 | 20 | 25 | 30 | 33%] 40 | 50 | 60 | 70 
% | 450| 405 | 360| 338] 315| 300] 270| 225| 180] 135 
2 | 2840 | 2556 | 2272 | 2130 | 1988 | 1894 | 1704 | 1420 | 1136 | 852 
— % | 475| 428 | 380| 357] 333| 317] 285| 238] 190] 143 
2% | 2710 | 2439 | 2168 | 2033 | 1897 | 1807 | 1626 | 1355 | 1084 | 813 
1 475 | 428 | 380| 357| 333| 317] 285] 238] 190] 143 
3 | 2605 | 2345 | 2084 | 1954 | 1824 | 1737 | 1563 | 1303 | 1042 | 782 
1% | 500| 450/ 400] 375| 350] 334] 300] 250] 200] 150 
3% | 2500 | 2250 | 2000 | 1875 | 1750 | 1667 | 1500 | 1250 | 1000 | 750 
1%| 525| 473] 420] 304] 368] 350] 315] 263} 210] 158 
4 | 2655 | 2390 | 2124 | 1992 | 1859 | 1770 | 1593 | 1328 | 1062 | 797 
13% | 550| 495| 440] 413| 385] 367| 330| 275] 220] 165 
4% | 2810 | 2529 | 2248 | 2108 | 1967 | 1874 | 1686 | 1405 | 1124 | 843 
: 2 | 575| 518| 460| 432] 403] 384] 345| 288] 230] 173 
5 | 2965 | 2669 | 2372 | 2224 | 2076 | 1977 | 1779 | 1483 | 1186 | 890 
——| | —_- 24% | 600 | 540| 480] 450| 420] 400] 360| 300] 240] 180 
5% | 3120 | 2808 | 2496 | 2340 | 2184 | 2080 | 1872 | 1560 | 1248 | 936 — 
| ~ 2%| 625| 563] 500| 469] 438] 414] 375| 313] 250] 188 
6 | 3275 | 2048 | 2620 | 2457 | 2293 | 2184 | 1965 | 1638 | 1310 | 983 
234 | 650| 585] 520| 488| 455] 434] 390] 325] 260] 195 
6% | 3430 | 3087 | 2744 | 2573 | 2401 | 2287 | 2058 | 1715 | 1372 | 1029 
— | 3 | 675| 608 | 540| 507| 473] 450| 405] 338] 270] 203 
7 | 3585 | 3227 | 2868 | 2689 | 2510 | 2390 | 2151 | 1793 | 1434 | 1076 
7% | 3740 | 3366 | 2092 | 2805 | 2618 | 2494 | 2244 | 1870 | 1496 | 1122 
8 | 3895 | 3506 | 3116 | 2022 | 2727 | 2597 | 2337 | 1948 | 1558 | 1169 . . 
ELEVATOR BOLTS (%% inch Diameter) 
9 | 4180 | 3762 | 3344 | 3135 | 2926 | 2787 | 2508 | 2090 | 1672 | 1254 
10 | 4465 | 4019 | 3572 | 3349 | 3126 | 2044 | 2679 | 2233 | 1786 | 1340 DISCOUNT 
ans a Length} List 
11 | 4765 | 4289 | 3812 | 3574 | 3336 | 3177 | 2859 | 2383 | 1906 | 1430 
| 10 | 20 | 25 | 30 | 33%| 40 | 50 | 60 | 70 
12 | 5075 | 4568 | 4060 | 3807 | 3553 | 3384 | 3045 | 2538 | 2030 | 1523 
——_|——_| —_|—__|—- % | 600 | 540] 480| 450] 420] 400| 360] 300] 240| 180 
13 | 5425 | 4883 | 4340 | 4069 | 3798 | 3617 | 3255 | 2713 | 2170 | 1628 
—— =|. - —|——| | %| 640| 576| 512| 480] 448| 427| 384| 320] 256] 192 
14 | 5775 | 5198 | 4620 | 4332 | 4043 | 3850 | 3465 | 2887 | 2310 | 1733 
———| --—|——-|-- —;—_| - 1 640 | 576| 512| 480| 448 | 427] 384 | 320] 256] 192 
15 | 6135 | 5522 | 4908 | 4602 | 4295 | 4090 | 3681 | 3068 | 2454 | 1841 
~——| —-—_|—-— | —— 1% | 680| 612| 544] 510| 476 | 454| 408] 340| 272] 204 
16 | 6495 | 5846 | 5196 | 4872 | 4547 | 4330 | 3807 | 3248 | 2598 | 1949 
1%| 720| 643| 576] 540| 504| 480| 432] 360| 288| 216 
A. 
134 | 760| 684| 608] 570| 532] 507| 456] 380] 304] 228 
ELEVATOR BOLTS— (3/16 and )4 in. Diameter) A Back Ted Bncclt Bacead Bcnd Pvc Bad Bicol Drocotd Me 
ame — = 2y,| 840| 756| 672] 630| 588] 560| 504| 420] 336| 252 
DISCOUNT 2%| 880| 792| 704| 660| 616 | 587 | 528] 440] 352] 264 
Length) List |__ tt eich iadaiaoees 
2% | 920| 828| 736| 690] 644| 614] 552] 460] 368] 276 
10 | 20 | 25 | 30 | 33%/] 40 | 50 | 60 | 70 - 
——|—_ - 9 ..640 | 576 | 480] 384] 288 
% | 330 | 297| 264 | 248 | 231 | 220| 198] 165] 132| 99 vt Sagat Panel Chie ne 
% | 345| 311| 276} 259] 242] 230] 207] 173| 138] 104 
1 | 345/ 311 | 276 | 259| 242] 230] 207] 173] 138] 104 
1% | 360] 324] 288] 270| 252] 240] 216| 180] 144] 108 
1%| 375| 338| 300] 282] 263] 250| 225] 188] 150] 113 ’ 
494 | 390| 351] 312] 203 | 273| 260] 234] 195| 156| 117 Next Week! 
2 | 405| 365| 324] 304] 284] 270] 243] 203] 162] 122 
2% | 420| 378| 336] 315 | 204] 280] 252] 210] 168| 126 
ee —————— e 
2% | 435] 392] 348] 327] 305] 290] 261] 218] 174] 131 Step Bolt Prices 
2% | 450| 405] 360] 338] 315| 300] 270] 225] 190] 135 
3 | 465] 419| 372| 349| 326] 310| 279] 233] 186| 140 ; : 
Starting next week Hardware Age will pub- 









































This is the final installment of a complete series of 
Lag Bolt prices and the complete set of revised Ele- 


vator Bolt prices. 








lish in weekly installments a complete set of 


Step Bolt discount charts. 








Copyright, 1927, Hardware Age 
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American Hardware Exports Show Gain 
According to Department of Commerce 


(Washington Bureau of HARDWARBP AGE) 


WASHINGTON, July 12.—Making a gain of $129,989, hardware exports 
during the first five months of 1927 were valued at $28,026,863 as against 
$27,896,874 for the corresponding period of last year, according to the 
Hardware Section, Iron and Steel Division, Department of Commerce. 
Hardware proper decreased to $3,862,244 during the January-May period 
of 1927 compared with $4,279,993 for the corresponding period of 1926, 
but cutlery exports made a sharp gain to $5,656,746 as against $4,540,336. 


Hand tools decreased to $7,731,527 compared with $8,408,947. 


Exports 


of padlocks in the 1927 five-month period totaled 100,549 dozen, valued at 
$238,172 as against 134,420 dozen, valued at $273,656, for the 1926 five- 
month period. Exports of door locks and lock sets during the five months 
of the current year included 27,461 dozen, valued at $205,414 as against 
34,061 dozen, valued at $306,125. Cabinet and other locks to the number 
of 72,026 dozen, valued at $148,437, were exported during the five months 


of the present year as against 105,046 dozen, valued at $182,279. 


Hinges 


and butts to the number of 265,805 dozen pairs, valued at $250,169, were 
exported during the 1927 five-month period as against 535,349 dozen pairs, 


valued at $324,894, during the corresponding period of last year. 


“Other 


hardware” exports during the five months of 1927 were valued at $1,556,- 
755 during the January-May, 1927, period as against $1,599,750 for the 


corresponding period of 1926. 





Another statement coming from the Iron 
and Steel Division, Department of Com- 
merce, shows that the United States 
shipped hardware to the value of $1,165,- 
352 to South Africa in 1926, a gain of 
$352,158 over 1925. A gain also was ex- 
perienced by the United States in percent- 
age, its share being 15.1 per cent of the 
total trade in 1925 and 18.8 per cent in 
1926. Total imports in 1926 into South 
Africa of hardware and allied products 
were valued at $6,211,162, of which the 
United Kingdom supplied 52.5 per cent, 
while Germany furnished 20.9 per cent. 





Steel tapes, used for land surveys, and 
for measuring bridges and structures of 
all sorts, have been tested by the Bureau 
of Standards, Department of Commerce, 
since its establishment. Specifications for 
standard steel tapes were adopted several 
years ago, and now a description of the 
150-ft. and 50-meter graduated steel bench 
standards with which such tapes are com- 
pared has recently been published as cir- 
cular No. 328. By submitting tapes to the 
Bureau for test, the surveyor and the 
bridge contractor can make certain as to 
the accuracy of their basis of measure- 
ment. For high precision, as in inter- 
national boundary surveys or transcon- 
tinental geodetic surveys of the United 
States, more precise tapes are used and 
a more elaborate and precise apparatus is 
employed in their test at the Bureau. By 
special arrangements of standards and 
microscopes an absolute precision of bet- 
ter than a part in a million is obtained. 





Paint up the town! 

That is the suggestion coming from 
William P. MacCracken, Jr., Assistant 
Secretary of Commerce for Aeronautics. 





He urges that the names of towns be 
marked on roofs of tall buildings by local 
aeronautic and civic organizations to assist 
air navigation and as a most inexpensive 
and practical tribute to Col. Charles A. 
Lindbergh. The air secretary received 
the suggestion from W. C. M. Robertson, 
Jr., Birmingham, Ala., a civilian flyer 
who in turn gave credit for the idea to 
the fact that civic pride of some towns 
had already been awakened to providing 
this helpful assistance as a supplement to 
the existing navigation data. 





There is one automobile to every five 
persons in the United States and one to 
every group of 66 persons in the world, 
according to an estimate by Irving H. 
Taylor, Automotive Division, Department 
of Commerce, based on a world census of 
automobiles, showing 24,589,249 registered 
on Jan. 1, 1927. Canada and Hawaii rank 
second to the United States in propor- 
tion of automobiles to population with one 
for every 11 persons. New Zealand has 
one automobile to every 12 persons; Aus- 
tralia and Denmark, one to every 17; 
United Kingdom, one to every 43; Argen- 
tina, one to every 45, and France, one to 
every 46. Dutch East Indies’ registrations 
show one automobile to every 1085 per- 
sons. Japan has one automobile for every 
1398 persons. India, with one car regis- 
tered for every 3893 persons, has the 
smallest proportion of automobiles to 
population among the first 25 motorized 
countries of the world. Approximately 
95 per cent of the 24,589,249 automobiles 
registered were of American origin, having 
been made in the United States or in 
American-owned factories in Canada, or 
assembled in foreign branches of these 
factories. 

National trade and commercial associa- 





tions will have a home in the national 
capital if plans of the Chamber of Com- 
merce of Washington materialize. It 
would be constructed on the site of the 
famous old Shoreham Hotel, Fifteenth 
and H Streets, N. W., one of the most 
desirable locations in the city. The prop- 
erty and site were bought by Harry Ward- 
man, Washington builder, and the old hos- 
telry, which has housed many men of na- 
tional and international fame, is to be razed 
to give way to a new structure. Mr. 
Wardman proposed to the Washington 
Chamber the erection of an office building 
to be used as headquarters for national 
commercial and trade associations. The 
Board of the Chamber went on record in 
favor of the plan and directed its secre- 
tary to inform Mr. Wardman that it would 
be glad to consider taking the required 
office space. Along with it the Chamber 
is endeavoring to make Washington a sea- 
port, with the idea of offering an added 
attraction for the entertainment of busi- 
ness and other people from out of the city. 





Manufacturers of metals and metal prod- 
ucts paid income taxes to the amount of 
$221,972,624 in 1925, according to “Statis- 
tics of Income from Returns of Net In- 
come for 1925,” published by the Treasury 
Department. This immense sum is almost 
20 per cent of the total net tax of $1,170,- 
331,206 paid during that year by 430,072 
corporations, of which 252,334 reported net 
income amounting to $9,583,683,697. The 
number of producers of metals and metal 
products reporting for 1925 was 21,529, of 
which only 12,760 reported a net income, 
with a total of $1,756,753,137, while the 
gross income was $17,335,348,231. The 
number reporting no net income was 8759, 
with a gross income of $1,774,903,980, and 
a tgtal deficit of $201,444,799. Metal in- 
terests in New York State paid the 
second greatest tax, amounting to $47,- 
152,014, or about 25 per cent of the total 
from this line of production. The num- 
ber reporting from New York was 3698, 
of which 2132 réported net income amount- 
ing to $370,978,888, while the gross was 
$4,268,080,210. There were 1566 report- 
ing. no net income, their gross being $342,- 
777,334 and the deficit $31,596,144. The 
greatest deficit, however, amounting to 
$36,458,593, was reported by 864 manufac- 
turers of metals and metal products in 
Ohio, whose gross income was $303,811,- 
297. Ohio producers in this line paid a 
tax of $19,796,026, coming from 1400, who 
reported net income aggregating $157,- 
915,707 and a gross income of $1,626,- 
975,410. Michigan producers in metal lines 
led as the source of revenue, paying a tax 
of $58,945,329, net income of $456,565,959 
and gross income of $3,629,979,892. There 
were 1270 reporting from Michigan, of 
which 806 reported net income. The 464 
reporting no net income suffered a deficit 
of $18,849,458, their gross income being 
$184,274,357. 


oe 
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General Market News 


Active Third Quarter Expected 
by Most Hardware Distributors— 
Current Volume Very Encouraging 





reporting from leading market 


ISTRIBUTORS ‘ of hardware, 
centers, predict a banner third quarter for the sale of hardware 


and related lines. 
from last year. 


Current daily volumes are ahead of records 
Early orders on fall merchandise have been very light, 


which emphasizes the healthy condition of present hardware activity. 
Seasonal lines continue to have a consistent sale with retail buying 


a little ahead of wholesale requirements. 
Price changes are few and collections generally show steady 


markets. 
improvement. 


Crop reports are encouraging and employment is very stable. 


Staple lines are active in all 


Car 


loadings are fairly well maintained in the hardware business and the 
general prediction of a good quarter appears well founded. 





Present Prosperity Is Stable 
Says Noted Market Student 


In past years, as in 1919, prosperity 
came with rising prices and with buy- 
ers clamoring for materials and mer- 
chandise far in excess of their imme- 
diate needs, writes Archer Wall Doug- 
las, in the July Business Bulletin of 
La Salle Extension University. He 
continues in part: Stocks of many 
kinds of merchandise were much great- 
er than the amounts needed for actual 
consumption. Swollen inventories at 
high prices had to be financed at the 
banks. Loanable funds became scarce. 
Forced sales started prices downward 
—and the crisis came, leading quickly 
into depression. 

Our prosperity of today is not like 
that. Prices have been falling and in- 
ventories are comparatively low. Yet 
th volume of business as a whole has 
continued high. Employment and wages 
are good, although here and there in 
the United States we find a few weak 
spots. 

Our national producing capacity is 
now so large and is increasing so fast 
and so steadily that our consuming 
capacity has to be forced along by 
lower prices and by constant catering 
to the universal desire for greater con- 
veniences and luxuries. We have mam- 
moth resources of raw materials, labor- 
saving and cost-cutting machinery and 
other equipment, and of power; we 
constantly invent better methods of 
producing things; and as constantly we 
are inventing new things to be pro- 
duced. 

But our consumption of goods and 
services lags behind the rate of pro- 
duction. Consequently, we have stren- 





uous competition for sales on the part 
of many producers. This not only low- 
ers prices but also runs up the cost of 
selling and distribution. Lower prices 
and higher selling costs are not fully 
offset by lower producing costs per 
unit of product. The smaller produc- 
ers who cannot enjoy the lower costs 
of large-scale production face vanish- 
ing profits. The larger low-cost pro- 
ducers are able to make a good profit 
only by maintaining a large volume of 
sales. Their net profit per unit of sale 
is small. 

But present conditions were never 


better for the wage earner. He in 
particular profits by lower prices 
wherever employment is high and 


wages are good. 


Two Mail Order Houses 
Report Their June Sales 


Both Sears, Roebuck & Co. and Mont- 
gomery Ward & Co. reported increased 
sales for June. Sears, Roebuck & Co. 
reported that its June sales amounted 
to $19,340,640, an increase of $1,065,- 
745, or 5.8 per cent over the June, 1926, 
total of $18,274,895. Sales of Mont- 
gomery Ward & Co. for the same 
month were $16,697,933, an increase of 
$86,380, or 5-10 of 1 per cent. over the 
total of $16,611,533 for June, 1926. 

But Montgomery Ward & Co.’s sales 
total of $92,236,614 for the first six 
months of 1927 was 3.1 per cent lower 
than its total of $95,216,710 for the 
corresponding period in 1926. Sales of 
Sears, Roebuck & Co. for the first six 
months of 1927 were $129,726,556, an 
increase of 2.5 per cent over the total 
of $126,621,823 for the corresponding 
period in 1926. 





i) 


Europe Now Largest Buyer 
of American-Made Goods 


The larger part of our increased ex- 
ports is going to Europe, it is indicated 
by an analysis of our foreign trade for 
May, compiled by the Department of 
Commerce, although all other sections 
of the world, excepting South America, 
are taking somewhat larger quantities 
of American production. 

Total exports for the month were 
valued at $393,113,421 against $356,- 
699,124 for May, 1926. Europe’s share 
increased from $145,100,523 last year 
to $171,990,876 in May this year. Ship- 
ment to South America declined from 
$35,341,520 to $33,945,494. 





General Farm Price Level 
Rises Four Points in June 


The general level of farm prices ad- 
vanced 4 points in June, from 126 to 
130, the largest advance made in a sin- 
gle month since March, 1925, accord- 
ing to the Department of Commerce, 
Washington, D. C. The increase was 
caused by an advance of 13 points in 
the grains index, 43 points in the fruits 
and vegetables index and 6 points in 
the cotton and cotton seed index. 

The increases in farm prices are at- 
tributed largely to adverse weather 
conditions this spring. The Mississippi 
flood affected cotton prices and some of 
the other farm products. Cotton mill 
activity, together with heavy export 
movement of hogs to market in re- 
sponse to higher corn prices and the 
increased world production of pork, has 
shown its influence in the index of 
meat animals. 


National City Bank Finds 
Good Fall Trade Outlook 


That business is moving in good vol- 
ume but that the presence of some re- 
tarding influences is shown in the indi- 
cations of irregularity, is the opinion 
expressed by the National City Bank, 
New York City, in its monthly review 
of business. 

The review states that the business 
of the country at the turn of the half 
year is moving in good volume, but ac- 
count must be taken of the fact that 
business has a great deal to contend 
with in the form of floods and unseas- 
onable weather for trade. These con- 
ditions, however, are not in themselves 
important enough to interfere with the 
usual expansion of trade in the fall 
months, which is looked forward to 
with great confidence. 
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Hot Weather Is Stimulating Chicago 


Sales—Prices Are Firm 


(Chicago Office of HARDWARE AGE) 


CHICAGO, July 12.—The seasonally warmer weather of the past 
few days has greatly stimulated the demand for summer merchan- 
dise and, at the same time, has engendered a much more optimistic 
feeling in regard to the crop prospects for this year. Staple items 
continue to move in a steady normal volume and, taken as a whole, 
the conditions surrounding the hardware trade are good. 

Hardware prices are, for the most part, being well maintained and 
there is little expectation of any material changes in the near fu- 
ture. The one exception to this general rule of stability is in paint 
materials, linseed oil and turpentine both taking a decline this 


week. 
The slowing down of the steel 


industry in the Chicago area con- 


tinues and the mills are now operating at about 75 per cent of ca- 
pacity with approximately one-third of the furnaces in the dis- 


trict out. 


Collections are running somewhat ahead of this time last year. 


AUTOMOBILE ACCESSORIES. 
—Summer and camping accessories are 
beginning to move freely and tire sales 
are picking up. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plug.—Splitdorf, for Fords, 
50c. each; regular, 58c each; Cham- 
pion X, 45¢c. each; Champion Blue 
Box line, 53c. each; A. C. 58c. each; 
lots of 100, 50c.; A. C. Special Ford. 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. ‘ 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—An active de- 
mand continues as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: xoldsmith Official 
League Balls, $15 dozen; Special 
Official League Balls, $8.90 dozen; 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—Sales are hold- 
ing up well and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—A ésatis- 
factory demand is reported. Another 
factory advance on plated butts is pre- 
dicted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots; 
steel bit-keyed front door sets, $1.45 
per set; wrought brass. bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CHAIN.—Sales are very good for so | 


late in the season. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100 Ib. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 

COPPER RIVETS AND BURRS.— 
The demand is satisfactory and prices 
are firm. 

We quote from jobbers’ stocks. 
f.o.b. Chicago; Copper rivets and 
burrs. 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.— 
Prices are firm and demand for elec- 
tric irons and fans very much stimu- 
lated by the hot weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 1000 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in,, brush brass’_ key 
sockets, 15%c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7'%c. 
each; dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Anpco line, lots 
of less than 10, $13.50 each. 

FIELD AND POULTRY FENCE.— 
Sales quieter at this season. Some or- 
ders arriving for fall shipment. No 
price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%. $28.68 per 
100 rods: 1948-14% $43.62 per 100 
rods; 2158-6-141%, $49.98 per 100 rods. 

FILES.—Prices are firm with the de- 
mand normal. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files. 50 
per cent off list; Black Diamond files, 

50 per cent off list. 
| FISHING TACKLE.—The continued 
heavy demand is causing jobbers’ stocks 
to become badly broken. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago; level winding reel, 
$2.00 each: Symploreel No. 752, $4.90 
each, South Bend Bass-Orenos, $8.00 
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doz.; Heddon's Ziz-Wag, $10.00 doz.; 
high grade silk casting line, $1.40 per 
100 yds. 


GALVANIZED WARE.—There is 


heavy summer demand for pails. Prices 


are unchanged. 


We quote from jobbers’ stocks. 
f.o.b. Chicago; Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2. 
$6.85; No. 3, $8.00; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized, 
oil cans, $2.75 doz.; 2 gal. $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Hot weather the past few 


days has stimulated sales. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., lle. per 
t.; %-in., 12%c. per ft.; 5 ply, good 

quality, wrapped, ™%-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprin- 
klers, Rain King, $28 a doz.; original 
fountain sprinklers, $6.00 doz. 


GLASS AND PUTTY.—The demand is 
normal for this time of year. Prices 


are unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, 88 per cent discount; double 
strength B, all brackets, 89 per cent 
discount; putty, pure grade, $4.25 per 
100 Ib.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—On account of the con- 
tinuous heavy demand, makers are get- 


ting behind on shipments. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—There is a good steady 


demand and prices are firm: 
HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a doz; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. ™ 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2. shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL. — 
There is a satisfactory and normal de- 


mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and_ bored, best = grade, 
4% ft., $4.15 doz.: 5 ft., $5.00 doz.: 
XX, 4% ft., $3.65 doz.: 5 ft., $4.45 
doz.; X, 41% ft., $2.35 doz.; 5 ft., $2.75 
doz. 
Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.; 


XX plain, 4% ft., $3.60 doz.; 5 ft., 
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$3.80 doz.; X plain, 4% ft., $2.70 doz.; 
5 ft., Oz. 

Manure Fork tee gee: best 
grade, plain, 4 ft., $4.35 4% ft., 
$4.70 doz.; XX plain, 4 tt ie 3. 85 doz.; 
4% ft., $4.15 doz.; plain, 4 ft., $2.50 
doz. ; 4% ft., $2.85 doz. 

Garden Hoe Handies.—XX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake Handles.—XX 5% ft., 
$4.80 doz.; 5% ft., $3.05; 6 ft. 4.0 

Shovel Handies.—Regular Battern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
3.50 doz.; D handles, best grade, 
7.00 doz.; X, $5.50 doz. 

Spade Handies. — D ory best 
grade, $6.80 doz.; X, $5.2 Oz. 


HANDLES, TOOL.— Prices are un- 
changed but very firm. Occasional 
leaders available on competitive grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles. — 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—A steady volume of orders 
is being received and prices are well 
maintained. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16: 
6-in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


ICE CREAM FREEZERS.—Sales are 


speeding up with warm weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
$4.80 list; 2 qt., $5.60 list; 3 qt., 


$6.75 list; 4 qt., 38.25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 gt., 


$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list: 
10 qt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


LAWN MOWERS.—Sales are good as 
the weather becomes more seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in., ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16-in., ball-bearing, 4-knife, 10% in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in., wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Sales are fairly active. Prices 
are considered unprofitably low and of 
course are being well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and ce- 
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ment coated nails, current orders, 
2.95 per keg base. 


PAINTS AND OILS.—Linseed oil and 
turpentine take slight declines. Sales 
are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, 89c. per gal. 

Linseed Oil.—Boiled, barrel lots, 
a per gal.; 5-barrel lots, 92c. per 
gal. 

Denatured Alcohol.—Barrel lots, 
5314%6c. per gal.; steel drums extra $6, 
returnable. 

Turpentine.—Drum lots, 63c. per 
gal. net. 

White Lead.—100 Ib. lots, $13.75; 
50 Ib. lots, $7.00; 25-lb. lots, $3.50; 
12%4-lb. lots, $1.80. 

Shellac. —(4%- -lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
aa Paste.—Barrel lots, 74%c. per 


PREPARED ROOFING.—Sales for re- 
pair work are very heavy. Prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light talc surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—New iced tea sets 
are proving popular. Other items 
moving satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, = doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz 

Utility — —No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets. —$6 per set. 


ROLLER SKATES.—There is a fair 
demand as the hot weather slows down 
sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’, $1.40 
pair: Union girls’, $1.50 pair; Chicago 
boys’, $1.30 pair; ‘Chicago girls’, $1.40 
pair; rubber-tired skates, boys’, $2.65 
pair; rubber-tired skates, girls’, 2.75 
pair. 


ROPE.—Prices are unchanged, sales 
normal, except good activity on hay- 
ing sizes, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per Ib.; 
manila, 21c. to 22c. per Ib.: No. em 
14%4c. to 16c. per Ib.; No. 2 sisal, 
12%c. to 15c. per lb 


SASH CORD.—There is a good, active 
demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $7.65 per doz. hanks; No. 
8, $8.75 per doz. hanks. 
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SASH PULLEYS.—tThere is a good 
steady demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2-in., 60c. doz.; barrels, 54c. 
; No. 110, 46c. doz.; barrels, 42c. 
oz. 


SCREEN DOORS, WINDOW 
SCREENS AND WIRE CLOTH.—A 
good volume of late fill-in orders con- 
tinues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; No. 311, 2-8 x 6-8, 
$27.20 doz. Window er No. 
1833, $4.05 doz.; No. 2433, $4. 15 doz. ; 
12 mesh black’ wire cloth, $1.75 per 
100 sq. ft. 


SCREWS.—Sales are fair at the re- 
cently reduced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round 
head, blued, 721%-20-35 per cent; flat 
head, brass, 7214-20-35 per cent; 
round head, brass, 70-20-35 per cent. 


SOLDER AND BABBITT.—Sales are 
rather slow, with prices showing de- 
cline. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $41.00 per 100 Ilb.; medium, 
5-55 solder, $40.00 per 100 Ib.;: tin- 
ners’ 40-60 solder, $39.00 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, 
$12.00 per 100 Ib. 


STEEL SHEETS.—Sales are quite ac- 
tive and prices are well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WRENCHES.—Prices are firm and 
sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-10 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1817 Giant ‘‘Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 331/3 per 
cent discount. 


WIRE PRODUCTS.—tThere is a good 
active demand and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per ewt.; 80 rod 
spool of galvanized hog wire, $3.18 

per spool. Polished fence staples, 
$3. 40 per 100 Ib. 





V-Edge Protractor Added to 
Starrett’s Line of Tools 


The L. S. Starrett Co., Athol, Mass.. 
has recently put on the market a new 
V-Edge Protractor for accurate checking 
of the perpendicular alignment of cylin- 
ders of a motor. 

Modern motor cylinders should be square 
with the crankshaft and with the top or 

















base of the bloc. The protractor quickly 
and easily detects any error in alignment 
when placed over the cylinder, with bev- 
eled edge of its blade parallel with the 
cylinder walls. 

By ascertaining the variation between 
the protractor head and the face of the 
bloc with thickness or feeler leaves, the 
mechanic can accordingly adjust the re- 
conditioning machine. 
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Business Behind Last Year—Few Changes 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, July 12.—The checkup of June business by local 
jobbers has now been completed and it makes a rather unfavorable 
showing compared with the same month last year, with losses rang- 


ing from 5 to 8 per cent. 


The first half of the year has shown a 


slight loss as compared with the same period in 1926 and unless 
the final six months of the year show up extremely well, the whole 


year will do well to be 95 per cent of last year. 


‘Current business 


is fairly active, but not particularly satisfactory to either retailers 
or jobbers, all of whom could do much more business than they are 
doing. Haying tools are wanted and there is also a brisk demand 
for haying rope, while locally a serious epidemic of plant lice has 
brought about a rush call for insectides and sprayers that has re- 
sulted in hurried calls upon the manufacturers for quick shipments, 
since jobbers’ stocks were quickly depleted. Dry weather is re- 
sponsible for a sustained demand for sprinklers and hose and it is 
commented upon that screen wire goods are doing better than they 
sometimes do at this time of the yaer, when ordinarily a good many 
of the requirements have been supplied. Builders’ hardware could 
do better and jobbers fail to wax enthusiastic in their comments 


as to wire products sales. 


There is a little nibbling for preserving 


accessories, with a fairly large sale for cherry seeders, that crop 
giving good promise in this part of the country. Generally, the 
preserving crops are late this year and there is some doubt as to 


the yields. 


The report about collections still is unfavorable. 


Im- 


portant price changes are few. Turpentine continues to seek lower 
levels and at its present price of 66c. per gallon in barrel lots is as 
low as it has been in recent years. 


AUTOMOBILE ACCESSORIES.— 
Business is discouragingly quiet with 
jobbers and if the new Ford car is to 
be as fully equipped as is suggested by 
the specifications recently published, it 
means a further shrinkage in the busi- 
ness. Although there have been denials 
of the accuracy of the description of 
the new Ford car, a great many per- 
sons believe them to be approximately 
correct, because it is generally held 
that to stay in the small car field the 
company must produce a car as good or 
better than those now on the market. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh. follow: 

Spark Plugs.—A. C.. lots of 10 to 
90, 538c. each; lots of 100 or more, 50c.; 
A. C. No. 1075 for Ford cars, lots of 
10 to 90, 36c. each; lots of 100 or 
more, 34c. 

Lamps.—21 cp., 6-8 volt, list price, 
35c. each; 3 cp., 6-8 volt, list price, 
18c. each, subject to a discount of 30 
per cent in lots of less than 50, and 
40 per cent for lots of 50 or more. 

Speedometers —_ C. for Ford cars 
list price, $7 each 

Tire Gages.— Schrader, high pres- 
sure, lots of less than 10, $1 each; 
lots of 10 or more, 95c.; balloon tire, 
lots of less ) ag 10, $1.13; lots of 10 
or more, $1.08; ’s. Standard, lots 
of less than 10, > 10; lots of 10 or 
more, $1.08. Motometer, lots of less 
than 10, $1.05 each; lots of 10 to 19, 
98c.; lots of 20 or more, 90c. 

Alcohol. —In barrel lots, 57c. per gal. 

Motor Oil.—Vacum = ive in 10- 
gal. Byer drums, with f 4, Sromee 
A, E and Arctic, $10.50 list: B, $13.70 
list, less 25 per cent. 

Motor Meters. — Standard makes, 
lots of less than 10, 30 per cent off 
list; lots of 10 to 19, 35 per cent off 








list; lots of 20 or more, 40 per cent 
off list. 

Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 

Jack.—Millers Falls No. 145, $3.50 
each. 

Pumps.—Anthony line, $1.85 each. 

Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 
40 per cent off list. 


BATTERIES.—There seems to be a 
pretty constant demand for dry cell 
batteries for radio sets and flashlight 
batteries are wanted now that there is 


such frequent use of the flashlights 
around summer camps. Jobbers quote: 
Broken Unit 
Packages Packages 
0... Ta pase ncaa $1.05 $0.97 
Se Me eckecdaaecs OF 85 3.33 
eee 1.22 1.14 
ae Ms 5 oat ae bbs 1.22 1.44 
IOs TOE. s seepetaves 1.40 1.30 
PRs. WE ets wiercee orn's 2.62 2.44 
Th Tae vas eaadte 2.62 2.44 
(ES , Sane Seer 3.40 3.17 
i ey) eee 42 39 
UG FIER cies vee awe’ 40 36% 
No. 6 dry ged ignition type unit 
packages, 32¥%c. each. 
hog ag oy 0935, 9%4c. each; 
No. 950, 9%4c.; No. 790, 18%6c.; No. 
705, 28c.; No. 750, 18%4c.; No. 751, 25c. 
Hot Shot.—No. 1461, $1.67; No. 
1661, $2.37. 


ROLTS, NUTS AND RIVETS.—The 
efforts that jobbers have made to se- 
cure modifications of manufacturers’ 
price schedules on bolts and nuts seem 
to have been unavailing, and while the 
market is hardly active it must be said 
to be firm. Jobbers report sales to be 





fairly numerous, but for small lots. 
They quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 


Nuts.—All styles, 62% per cent off 


list. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 

BUILDERS’ HARDWARE.—Only a 


fair business is reported in this mar- 


ket, but prices are holding well. Job- 
bers quote: 
Butts.—Ball tip, plated, dull brass 


and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 


3% in. x 3% in., $17.50; 4 in. x 4 in., 
$27.50. 

Hinges.—Heavy ae 6-in., $1.47 
per doz.; 8-in., $2.47; 10-in., $4.14; 


extra heavy, T, 6- in., $1.87 per doz. : 
8-in., $3.18; 10-in., $4.48; light strap, 
with screws, packed one pair in a 


box, 3-in., $9.27 per 100 pair; 4 in., 
$11.20; light, T, 3-in., $10.67 per 100 
pair; 4-in., $12.50. ‘ 

Hasps. — Hinge, without screws, 


single dozen lots, 3-in., 64c. per doz.; 


4% in., 76c.; 6-in., $1; safety, 3-in., 
97c. per doz.; 4%-in., $1.14; 6-in., 
$1.60. 


Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 


COW SPRAYS AND SPRAYERS.— 
Warm weather has brought out the 
flies and there is a demand for sprays 
and sprayers to keep the cows con- 
tented. Jobbers quote: 
Sprays.—EZ Bos, % 
per doz.; 1 gallon, $13.50 
Sprayers.—Cyclone, $4.50 per doz. 
Glass tank, $5.50. Baby Midget, $2.50. 
ELECTRIC FANS.—This line is begin- 
ning to show the activity seasonal to 
this time of the year. Jobbers quote: 


Polar Club black, 6-in., each in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $3; 10-in. stationary, $4.60, in 
lats of 6, $4.35 oscillating, $7, in lots 
of 6, $6.64. 


HAYING TOOLS.—Lively demand is 
noted for rakes, forks and carriers, 
since the weather recently has been 
very favorable to haying. Jobbers 


gallon, $8.40 


quote: . 

Forks.—Three-tine, $7.45 to $15.60 
per doz.; 4-tine, $13.32 to $14; bale 
forks, double aig No. 313, $1.60 
each: single, No. 319, $3.50. . 

Rakes.—No. 2, $3.2 5 per doz.; No. 
’ Carriers.—No. 5, $7 each; No. 20, 
$7; steel track for No. 5 carrier, 18c. 


per ft. 
HOSE AND SPRINKLERS.—These 
lines are showing marked activity, as 
this part of the country has had little 
rain lately and the lawns need arti- 
ficial moistening. Jobbers quote: 


Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1. 15; two 
purpose, $1.30. 

Sprinkling Cans.—4 qt., 
6 qt., $6.60; 8 qt., aye 
12 at., $10; 16 qt., $12.60. 

Hose.—In 250-ft. ree Is, 
per ft.; 5% in., 10c.;; % 
50-ft. lengths, ie. per ft. 
Germ Spray nozzles, $6 a doz. 

Hose Reels.—Victor, $1.75 
No. 2, $2.60; Reeleasy, $1.35. 


INSECTICIDES AND SPRAYERS.— 
Not in recent years has there been so 


$6 per doz.; 
10 qt., $8.10; 
Y% in., 944c. 
in., 11%c.; in 
higher; 


each; 
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much trouble as there is this year from 
plant lice and insects and there has 
been a heavy demand upon jobbers for 
insecticides and sprayers. Manufac- 
turers have been called on to make ex- 
press shipments in order to satisfy the 
demand. Jobbers quote: 

Insecticides.—Arsenate of lead, pow- 
dered, 1-lb, packages 26c. per Ib.; 
100-lb. packages, 19c. per lb. Bor- 
deaux mixture, 1-lb. packages, 25c. 
per Ib.; 100-lb. packages, 13e. per Ib. 

Sprayers.—1 qt., $3.00 to $7.50 per 
5 larger capacities, $3.00 to $5.00 
eacn, 

ORNAMENTAL FENCE.—There is 
still some call for this line, but it is 
not as large as it was recently. Job- 
bers quote: 

Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 
gates, 3 in. x 36 in., $2.70 each. 

PAINTING SUPPLIES.—Another de- 
cline of 4c. per gallon in turpentine has 
put that product to the lowest price 
noted in recent years. Linseed oil also 
has eased off a trifle further. General 
paint and painting supplies business is 
good here. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%4c. 


per lb. in 100-Ib. lots; 10 per cent less 
in lots of 500 lb. or more and extra 
4 per cent less in lots of a ton or 
more; turpentine, 66c. per gal. in 
barrel lots; raw linseed oil, 12.8c. per 
Ib. in barrel lots. 


PRESERVING ACCESSORIES.— 
Fairly good demand is reported for 
cherry seeders and there is at least 
some nibbling for other articles needed 
for preserving fruits and for making 
wines and beverages. Jobbers quote: 


Cherry Seeders.—Brighton, $8.40 per 
doz.; Dandy, $12; Enterprise, $16.20. 
Bottles and Caps.—Quarts, $9.50 
per gross; caps, 20c. to 22c. per 
gross; stoppers, $2.25 per dozen; 
cappers, $10.50 per dozen. 

Strainer Sets.—Everedy in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen.; filter bag, 
$4 per doz. 
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Scales.—Universal, No. 1021. $1.25; 
No. 11021. $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 re. gross; 
quarts, $10.10; 2 quarts, $13.1 

Jar Rubbers.—Double lip ok, 80c. 
per gross. 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3,60 per 
doz.; jar wrench, Tbe. per doz. 

Fruit Presses.—Enterprise. No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6; Brighton, 2 qt., 
$3 each; 4 qt., $4.50; 10 qt., $7. 

Cider Presses.— Eagle, single tub, 
$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — i ag No. 
12. $5.25 each; No. 22. $9; No. 32. $11. 

Kraut and Slaw Cutters. — Slaw 
cutters. Rapid, $3 per doz.; No. 625, 
$3.60; No 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 


Oak Kegs.— 

Red White White Oak 

Oak Oak Charred 
Saree $1.35 $1.45 $2.40 
10-gal.. ....06 1.80 1.95 2.85 
| ae 2.00 2.15 3.20 
ee 2.25 2.45 3.75 
a 2.65 2.85 4.35 
ae Pree 2.85 3.00 4.50 
SS 3.75 4.20 6.50 


SCREEN WIRE GOODS.—There is 
still a favorable report about demand 
for wire cloth and almost as good a one 
about the sale of screen doors and win- 
dows. Jobbers quote: 


We quote from Pittsburgh jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, 12-mesh, 
$2.10; bronze, 14-mesh, $5.50. 

Doors.—Walnut stain, 2 ft. 8 in. x 
6 ft. 8 in., % in. x 3 in., $17.40 per 
doz.; natural finish, % in. x 4 in., 
$23.50, with galvanized cloth $22, sub- 
ject to advances for larger sizes; 
steel bronze, plated wire grills, $18 
per doz. 

Windows. — Harwood _ extension, 
No. 1233, $3.20 per doz.; No. 1533, 
$3.70; No. 1833, $4; No 2433, $4.75. 


ROPE.—Excellent demand is noted for 
manila rope in connection with haying 
activities, with % in., % in. and 1 in. 
sizes in particularly strong demand. 
The base price still is 24c. per lb. for 
No. 1 quality. 


SCYTHES AND SNATHS.—These 
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lines are seasonally active. Jobbers 
quote: 

Scythes, No. 46, $20 per doz.; No. 
6473, $13.50; snaths, grase, ne 50, 
$13 per doz.; bush, No. 100, $15 

VACUUM BOTTLES, JUGS AND 
JARS.—This is the season for automo- 
bile tours and for picnics and there is a 
call for the containers that will keep 
the liquids cold or hot, as desired. Job- 


bers quote: 


Vacuum Jugs, Jars and Bottles.— 
Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
90c. each; quarts, $1.60 each; all 
steel, pints, $4.75 each; quarts, "$5. 40 
each; 2 quarts, $6.75. 


WIRE PRODUCTS.—Call for fence 
and fencing materials usually is small 
at this time of the year and this year 


is no exception. 

We quote from Pittsburgh jobbers’ 
stocks: 

Fence Wire 


(Per 100 Ib.) Annealed Galvanized 
00 $3.45 


Nos. 6 to 9 gage...... $3. 
10 ose, ee 





6 3. 
Barbed wire (per 80- rod spool): 
Z-point Cattle ..cscccccccccceses $2. 





Z-POINt NOG. cccccccccccccecvsces 310 
4-point HOS ..ecccccccsccccvscese 3.35 
RuRUNE CRTIO «iss dk 4 5600060000 3.10 
2-point cattle (special)......... 2.20 
Field Woven Wire Fence (per 100 
rods): 
1047-11 
1047-09 ... 
726-11 
726- 9 
939-11 
939- 9 
Poultry 
No. 1635 
No. 1948 p 
IO, (LIBG 6 ove dans sees decency ses 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
Fee ee ae 
ae. 5c. each 38c. each 
arr 65c. each 40c. each 
Ty 45c. each 


Bright nails, base, per keg, $2.85 
to $2.90. 





New England Retailers Buying in Limited 
Way, But Are in the Market Frequently 


(Boston Office of HARDWARE AGE) 


BosTON, July 12.—Little change is noted in the status of the New 
England hardware market. The retail trade is ordering every- 
thing in seasonable merchandise, but individual items bought in- 


volve a small amount of stock. 


It is buying the same things over 


and over each week. One dealer gives an order containing ten dif- 


ferent items. 
he buys five gross at a time. 


He buys a gross of wood screws, whereas ordinarily 
He takes a half dozen ice picks, con- 


trasted with three dozen ordinarily. The order includes three rolls 
of roofing paper; in the past few years he ordered two or three 


dozen rolls at a time. 


a proportionate falling off in this particular buying power. 


The quantities involved in other items show 


All, or 


practically all retail dealers are ordering the same way. 


AIR RIFLES.—Certain retail dealers 
are having a call for air rifles. Hav- 
ing a limited stock the dealers are 
placing orders with jobbers. 


We quote from Boston jobbers’ 
stocks: 

Air Rifles.—Daisy, single shot, $12 
per doz. net; 350 shot, $16; 1000 shot, 
$24; pump gun, $40; repeater, $20. 





AUTOMOBILES.—An improvement is 
reported in the movement of toy auto- 
mobiles out of jobbers’ stocks. Busi- 
ness is by no means brisk, but is suffi- 
ciently better to warrant special no- 
tice: 


We quote from Boston jobbers’ 
stocks: 





Automobiles.—Juvenal Ace, $6 each 
net; Velie, $7.25; Hudson, $8.75; Max- 
well, $10; Peerless, $13; Oldsmobile, 
$16. 30; Buick, $20; Roamer, $22. 

Paige sport, = 63; Rolls Royce, sas: 
Marmon, $28.4 

Dump jraaee: —Kiddie, $8.69 each; 
Bull Dog, $15.25; Heavy ‘Duty, $22.50. 

Gear Novelties.—Fast Mail, $10.50 
each net; Speed boat, $14.38; Air Mail, 
$7.19; Fire Department, $7. 81; Fire 
Chief, $11.88; Fire Tower, $30; Stop 
and Go Signal, 8.88. ; 

BARBED WIRE.—New prices hava 
been issued by jobbers on barbed wire 
for factory shipment, and on plain 
fence wire and fence staples. The new 
prices, based on lists recently issued by 
the manufacturers, follow: 


We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—Factory shipments 
four point, in car lots, $3.30 per ree 
net; in less than car lots, 33. 5d. Two- 
ply twisted, in car lots, $3.30; in less 
than car lots, $3.55 Eighty-rod reels, 
four-point, in car lots, $2.88; in less 
than car lots, $3.09. Two-ply twisted, 
in car lots, $2.41; in less than car 
lots, $2.58. 

Fence Wire.—Factory shipments, 











July 14, 1927 


galvanized smooth, in car lots, $3.20; 
in less than car lots, $3.45. 
Staples.—Factory shipments, gal- 
vanized fence, in car lots, $3.30 per 
keg net; in less than car lots. $3.55. 


BATTERIES.—The sale of radio bat- 
teries since Jan. 1 has run far ahead of 
jobbing figures for 1926. At the mo- 
ment there is a very good demand for 
dry cell batteries suitable for motor 
boats. The battery market therefore 
appears to be in a flourishing condi- 


tion. 


We quote from Boston jobbers’ 
stocks: 

Batteries—Columbia dry cell, in 
lots of 60, 33%c. each, freight 
allowed. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots. No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net; No. 
760, $1.30; No. 771, 39c. Storage bat- 
teries, 6 to 9, $9.75 each net; 6 to 11, 
$11.10; 6 to 13, $138.05. Radio, No. 
486, $5 list. 

BICYCLES AND TIRES.—Further en- 
couraging reports are had from jobbers 
regarding bicycle and bicycle tire sales. 
Instead of declining in popularity, as 
many people believed several years ago 
would he the case, the bicycle appa- 
rently is gaining. 

We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’ 

18 in., $29. 

Tires.—Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof, lots of 
25 pair, $3.40 per pair. 

BIG BOY TOYS.—Summer sales of 
toys suitable for the beach and the 
country have surpassed expectations of 
jobbers. Not all retail dealers, how- 
ever, are going in for these sort of 
things, consequently there is no big 
volume to bookings. 


We quote from Boston jobbers’ 
stocks: 

Big Boy Toys.—White dump truck, 
$4.50 each net; steam shovel, $1.83; 
steam digger, $2.63; chemical truck, 
$5; tank truck, $4.50; portable steam 
excavator, $4; structo giant grab 
bucket, $18 a doz. net; structo sand 
loader, $12. 

BOYCYCLES.— Youngsters evidently 
have caught the spirit of wanting to 
be amused just as fathers and mothers 
have. That fact has helped to dispose 
of a goodly number of boycycles 
throughout New England. 

We quote from Boston jobbers’ 
stocks: 

Boycycles.—Columbia line, No. 41, 
$8 each net; No. 42, $9.75; No. 43, 
$11.50. 

CROQUET SETS.—After a slow get- 
away, the movement of croquet sets 
out of jobbing and retail stocks has 
gathered momentum, and _ indications 
are most everybody will clean up well 
this season. 

We quote from Boston jobbers’ 
stocks: 

Croquet Sets. — Standard makes, 
5% in. mallet, 4-ball, No. O, $2.38 per 
set net; No. H, $2.75; 8-ball, No. B, 
$3.38; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4-ball, No. AA, $4.50; 
No. AA, $5.75. 

ELECTRICAL APPLIANCES.— 
Things are picking up somewhat in the 
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electrical appliance line. Irons, toast- 
ers, hair curlers, have, perhaps, some- 
thing of an edge on other things in 
point of activity. 
We quote from Boston jobbers’ 
stocks: 
Hair dryers, Nos, 1 to 7, $7.10 each 
net; No. 8, $6.60; cheaper models, 
$3.50 to $3.75. Vibrators, $3.75 and 
$5.50. Beaters, $3.75. 


FLASHLIGHTS.—Local jobbers have 
dropped their price on the No, 18 as- 
sortment of Eveready flashlights from 
$11.30 net to $8.82. 


HAMMOCKS.—Retailers keep picking 
away at hammocks, particularly the 
couch type, but the season to date has 
been disappointing to jobbing houses. 

We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch | styles, khaki 
colored drill, $8 each net; drill with 
adjustable back, $12.50; khaki duck, 
adjustable back, box mattress, $13.50; 
striped duck, head rest, adjustable 
back, box mattress, $18; striped 
duck, head rest, adjustable’ back, 
boxed mattress, broad arm rest, $20; 
glider types, striped duck, mattress, 
adjustable back and head rest, $30; 
striped drill, without head rest, sus- 
pended from steel underslung stand, 
$18. 

Canopy.—No. K7, $6 each; khaki, 
No. K2, $4.35. 

Stands.—No. 63A, $3 each net. 
HAYING TOOLS.—Jobbing sales of 
haying tools are made every day, but 
retailers as a rule are buying very con- 
servatively, consequently the market on 
the surface appears rather quiet for 
this time of the year. 

We quote from Boston jobbers’ 

stocks: 

Scythes.—Little Giant, 28 to 32-in., 
and 30 to 34-in., $16 per doz. net; 
Clover Leaf, $13.50; bramble, $16.50; 
brush, $16.50. 

Scythe Stones. — Round English, 
$2.25 per doz. net; Star, $1.35; West 
End red, $1.10; Green Mountain, $9 
per gross; Black Diamond, No. 1, $15; 
Chocolate, No. 1, $1.70 per doz.; Car- 
bonate, No. 188, $1.95; No. 190, $1.95; 
No. 191, $2.34. 

Snaths.—Ash, $14.50 per doz. net; 
cherry, $16.75; brush, $16. 

Forks.—Three-type, No. 34, 12-in., 
$10.08 per doz. net; No. 34%, 12-in., 
$10.44; No. 183%, 13-in., $10.44; No. 
133%, 13-in., $10.80; No. 134, 13-in., 
$10.92; No. 135, 13-in., $11.76; No. 136, 
13-in., $13.92; No. 23%, 14-in., 
$11.04; No. 124, 14-in., $11.52; No. 
144%, 14-in., $11.88. 

KEGS.—Boston jobbers are beginning 
to round up orders for kegs to be de- 
livered in time for fall usage. Ad- 
vanced buying, however, is somewhat 
behind that of a year ago. 

We quote from Boston jobbers’ 
stocks: 

Kegs. — Varnished and sealed, 5 
gal., $1.25 each net; 10 gal., $1.80; 15 
gal., $2.02; 20 gal., $2.28; 25 gal., 
$2.60; 30 gal., $2.80; 50 gal., $3.75. 

NAILS.—On factory shipments, job- 
bers have advanced wire nail prices 5c. 
per keg. The store price remains as 
heretofore. Quotations on other kinds 
of nails remain firm and unchanged. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.40 per 
keg base; from mill, in car lots, $2.60 
per keg, base; in less than car lots, 
$2.85. Cement coated, in count kegs, 
from mill in car lots, $2.60 per keg 


base, f.o.b. Pittsburgh; in less than 
car lots, $2.85; from store, in boxes, 
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$5.30 per keg. Cut nails, from store, 
$4.25 per keg base. Hardened steel 
floor, direct shipments, $8.10 per keg 
base; Western cut nails, direct ship- 
ments, in car lots, $3.50 per keg base, 
f.o.b. Pittsburgh; in less than car 
lots, $3.65. Tremont cut nails, direct 
shipments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.; hardened steel nails, 
direct shipments, $7.60 f.o.b. Ware- 
ham. 


SHOVELS.—Of the various kinds of 
merchandise local jobbers are trying to 
sell for fall delivery, snow shovels ap- 
parently are doing the best, but that is 
not saying a great deal. The average 
retail dealer is reluctant to commit 
himself on merchandise very far ahead. 


We quote from Boston jobbers’ 
stocks: 

Shovels.—Snow, Rugg line, steel, 
long plain handle, No. 78, $4.00 per 
doz.; split wood D-handle, No. 7814, 
$4.70; malleable D-handle, No. 79, 
$4.70. 

Shovels. — Howard, black, No. 2, 
$11.51 per doz. net; fourth grade, 
polished, No. 2, $18.09; No. 3, $13.52; 
extra d-handle, No. 2, $14.34; No. 3, 
$15.09. Second grade, polished, No. 
2, $14.67; No. 3, $15.20. Blair, pol- 
ished, No. 2, $16.25. Ames, polished, 
No. 2, $19.54; No. 3, $20.07; d-handle, 
$20.79. 

Scoops.—John Carr, No. 2, $15.33 
per doz. net; No. 3, $15.86; No. 4, 
$16.38; No. 5, $16.91; No. 6, $17.44; 
No. 7, $17.96 black, No. 4, $14.80; 
No. 5, $15.33; No. 6, $15.86. Ames, 
polished, No. 2, $20.20; No. 3, $20.72; 
No. 4, $21.25; No. 5, $21.78; No. 6, 
$22.30; No. 7, $22.83. 

SPRAYS AND SPRAYERS.—The past 
fortnight witnessed quite a spurt in 
retail buying of sprays and sprayers. 
It now looks as though jobbers would 
make a good cleanup, whereas a month 
or so ago there was some doubt on this 


point. 

We quote from Boston jobbers’ 
stocks: 

Insecticides.—Bug Death, in 1 Ib. 
containers, $1.44 per doz. net; in 3 
lb. containers, $3.75; in 5 lb. contain- 
ers, $5.62; in 12% Ib. containers, 
$13.50; in 100 Ib. containers, $7.50 
each. 

Pyrox.—In 1 Ib. jars, 24 to the 
erate, $7.80 per crate; in 5 lb. drums, 
12 to the crate, $11.50; in 10 lb. drums, 
6*to the crate, $13.50; in 25 lb. drums, 
4 to the crate, $20.50; in 50 lb. drums, 
$8.75 each; in 100 Ib. drums, $12.50. 

Arsenate of Lead.—Swift’s, paste 
form, in 1 lb. cans, 24 cans to the 
case, 241%c. per lb.; in 5 Ib. cans, 
12 to the case, 20%c.; in 10 Ib. cans, 
6 to the case, 18%4c.; in 4 Ib. cans, 
25 to the case, 15%c.; in 50 Ib. cans, 
141%4c.; in 100 Ib. cans, 13%c. Dry 
form, in 1 Ib. bags, 48 bags to the 
case, 2lc. per Ib.; in 4 Ib. bags, 12 
to the case, 18%c.; in 25 Ib. bags, 
18%c.; in 100 lb. drums, 18c. 

Lime Sulphur.—Bowker’s wash, in 
quarts, 3lc. each net; in gallons, 59c. 

STOVES.—Gasoline stoves are another 
kright spot in the local hardware mar- 
ket. Sales of late have been exception- 
ally good. 

We quote from Boston jobbers’ 
stocks: 


Stoves. — Colman, gasoline, cook: 
each net 


Wo, Sit, & DUMROTS. . 2 ois casas $22 
Wes 214. 2 DUPMePOs ss. s ok scccecs 29 
Io. 638; 4° DUPNOPSS 6.65560 6c s weisie 33 
ING: 625, 4 TOPNGES... 6 ..ccescccsae 52 
Mo. 130, 3 DUTMORBs...66s cccccsves 15 
OE ee ee ee 26 
Pet GSE, BUT MOED «0.5 osc enwhunes 30 
a a eee eer 46 
Pa. See, BN vis Sacdceardene 17 
ets alte; 6 RUMMOUOL 6: osise sc casseseas 19 
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Third Quarter Outlook Good— 
New York Trade Very Active— 


Prices Firm—Collections Improving 


NEW YorRK, July 12.—Local factors in the wholesale distribution of 
hardware and kindred lines are unanimous in declaring current daily 


business far better than for the same period of last year. 


In fact, 


several local jobbers expect a banner third quarter for this section of 
the country. Seasonal goods continue fairly active and staples are in 


very good demand. 


so that practically all orders are on current requirements. 


well assorted. 


Early interest in fall merchandise is very light, 


Orders are 


The lateness of the spring and the delayed warm weather have of 
course contributed to this condition. Lecal employment is very satis- 


factory in most lines. 


There appear to be more people spending their 


vacations at hiome this year, which usually reflects in the retail sale of 
paint, clean up equipment, garden tools and hand tools for fixing up 


around the house. 


Prices generally appear firm. Mills advanced the price of nails five 


cents per keg, but jobbers have not yet followed suit. 
discount sheet is announced on Ames shovels. 


improving in this section. 


A new list and 
Collections are steadily 





Ames Shovel Prices Revised; 
List and Discounts Changed 


New York jobbers announce new 
prices on Ames shovels. They state 
that both lists and discounts are 
changed. Further data shvuuld be 
available next week. 


Mills Advance Nails 5 Cents; 
N. Y. Jobbers Quite $3.35 


Effective July 1, mills advanced the 
price of wire nails five cents per keg. 
At press time New York hardware 
jobbers continue to quote wire nails, at 
$3.35 base, per keg. It is possible that 
local jobbers may follow the advance 
of the mills, but not definitely known 
at the present time. 


Steel Butt Prices Continue 


Firm in N. Y. Market 


Prices on steel butts continue firm in 
the New York market, with a moderate 
demand reported. Local wholesale 
stocks are ample. Prices to dealers on 
3% by 3%, 21 cents per pair, and in 
case lots 17 cents per pair. 


Garden Equipment in De- 
mand Among Consumers 


Consumers continue to buy garden 
equipment in fair quantities but the 
bulk of the wholesale trade has been 
taken care of at this time. 
receive some fill in orders. 


Jobbers 
Prices have 





been maintained throughout the season. 
Local wholesale stocks are adequate for 
current needs. 


JOBBERS’ QUOTATIONS re. ‘wll 
TAILERS, F. O. B., NEW YOR 


Garden Hoes 


Black Finish 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade bronze finish, 
80%c. each; and with 7 in. blade, 
bronze finish, 814%c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, square 
forged steel blade, 7 x 
finish, 4% ft. handle, 
each. 

Garden hoes are packed 12 
bundle. 

Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


top, polished 
1% in., bronze 
S0c. to 88c. 


in a 


in a 


Sprinklers 
Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each; 


Rainking, $2.33 each; Giant Rainking, 
$8.33, and Rainbow, $1.35 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handle, 4-12 
in. tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capper 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dies, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure forks 
are packed 6 in a bundle. 
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Normal Demand Is Reported 
for Bolts and Nuts 


Bolts and nuts are normally active. 
Jobbers report firm prices, and ade- 
quate stocks for the Metropolitan ter- 
ritory. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B., NEW YORK: 

Carriage bolts, % by 6 and smaller, 

50 and 10 off list. Larger, 50 per cent 

off list. 

Machine bolts, 4% by 6 and smaller, 

50 off list—larger to 1 by 30, 45 per 

cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 


Sash Cord Prices Steady ; 
Demand Reported as Fair 


Recent advances on sash cord have 
been maintained fairly well according 
to New York distributors. A fair de- 
mand for cord is reported locally among 
wholesalers. Retailers are enjoying a 
more active sale on sash cord, accord- 
ing to reports. Local stocks are ample. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B., NEW YORK: 

Sash cord, Samson spot No. 8, 70c. 

to 72c.; Aetna No. 8, 27c., and Phoe- 

nix No. 8, 35c to 36c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


Batteries Sales Very Good; 
Local Prices Are Firm 


Dry cell batteries continue fairly 
active throughout the Metropolitan 
territory. Radio B batteries are par- 
ticularly active. Along the water front 
No. 6 ignition batteries are in demand 
for motor boat use. Local stocks are 
adequate and prices are very firm. 


CURRENT PRICES TO RETAIL- 


ERS, F. O. B., NEW YORK ARE: 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35'%c. 
each. 


B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, . each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each, units of five, $3.33 each. 


Screw Demand Consistent; 
N. Y. Prices Uniform 


New York distributors report a con- 
sistent demand for screws. Local stocks 
are adequate and prices in this market 
are fairly uniform. Quotations given 
here are representative of local offer- 
ings: 

JOBBERS’ rr te TO _ 

TAILERS, F.O.B., NEW ORK 


Screws, flat head, eetent yen 75- 
20-10-10-10-10-10; round head, blued, 
72% -20-10-10-10- io- 10; round head, 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 
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Cleveland Reports Retail Business Fair— 
Retailers Buying More Full Package Lots 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, July 12.—Hardware business is holding up to the 
recent fair volume, not yet showing signs of a summer lull. Job- 
bers sales are about normal for this season of the year. The de- 
mand is confined mostly to seasonal and staple merchandise. Re- 
tailers, as a rule, are showing little interest in placing orders for 


fall or winter goods. 


Retail merchants, while buying closely, are keeping their stocks 
in fair shape without carrying much surplus merchandise. They 
are showing more of a disposition than for some time to buy in full 
packages and secure the price advantage of full package lots on 
merchandise that brings higher prices for broken packages. Conse- 
quently orders for broken package lots are less numerous than they 


have been. 


July has started with very few price changes and prices generally 


are steady. 


Retail business in Cleveland is fair. Some of the retailers re- 
port a better volume of sales in June than in the same month last 


year. 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTire sales are holding up 
well, but retailers are as a rule buying 
very few at a time and keeping their 
stocks low. Touring and camping 
equipment is now moving well. Ac- 


cessories are rather quiet. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; —— duty over- 
size, $8.75; 32x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25: 
balloon tires, 27 x 4.40, $9.15; 29 x 


duty, $26.75; tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; RJ an 414, *. 10; 
balloon tire tubes, 27 x 4.40, 
$1.80; 29 x 4.40; $185" 730 x 5.25, $2.50; 

32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4ic. 
each for over 100; Champion regular, 
58c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—While some orders are being 
taken for fall shipment, the demand is 


pretty light. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
er doz; double bitted, unhandled, 
20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb., and similar 
advance for each 6 Ib. additional 
weight increase. 


BUILDERS’ HARDWAR E.—Sales 
have increased the past week or two, 
but the volume of business is not as 
good as in some of the previous years. 
Prices are unchanged. There is talk of 


another advance on lock sets. 


Cleveland jobbers quote in case 
lots lock sets, $5.75 per doz.; heavy 
strap hinges, 6-in., $1.45 per doz.; 
8-in., $2.88 per doz.; extra heavy T 
hinges, 6 in., $1.73 per doz.; 8-in., 
$2.80 per dozen. 

Butts, less than case lots, 3-in., 
15%c. per pr.; 3%-in., 16c. per pr.; 
4-in., 22c. per pr. 





BOLTS AND NUTS.—Jobbers report 
a fair volume of business. Regular dis- 
counts are being maintained. 


Jobbers quote f.o.b. Cleveland: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts at 60 and 5 per cent off list. 
Bolts with rolled thread 60, 10 and 5 
per cent off list. Stove bolts 80 per 
cent off list. Semi-finished nuts in 
packages 60 and 10 per cent off list. 


BATTERIES.—There is a fair amount 
of activity in radio batteries for this 
season of the year. 


Jobbers quote f.o. b. Cleveland: 
B and C radio batteries. 
Unit Broken 
Packages Lots 


OM. REA eee $1.14 $1.22 
BGs TE. oec'w acs Weewias« 1.30 1.40 
BOs SER soe a cmage gece 2.44 2.62 
De RO Vardi a Said sinss.3.0'e 3.17 3.40 
ING. GOOG cb isanedisccss S08 3.58 


Dry cell A _ batteries, No. 7111, 
351c. in standard packages; 40c. in 
broken lots, Columbia igniter dry cell 
batteries, 32%¢. in standard pack- 
ages; 36c., broken lots. 


BINDER TWINE.—The demand is 
holding up well, due to the fact that 
jobbers are getting lots of repeat or- 
ders. 


Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.37%, Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 
been eliminated this year as a basing 
point. 


CIDER MILLS AND WINE PRESSES. 
—Orders for these so far have been 
very scarce this season. 


Jobbers quote f. o. b. Cleveland: 
Grape and wine presses, No. 1A, $7 
each; No. 2C, $9.25 each; No. 3, 
$14.35 each; No. 5, $23 each; cider 
mills, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 


CORRUGATED ROOFING.—This is in 
fair demand and is holding at the re- 
cent price advance. 


Cleveland jobbers quote No. 28 gage 
14-in. corrugated ssouss at $4.11 per 
square, f. o. b. Pittsburgh. 





ELECTRIC FANS.—The recent hot 
spell has stimulated the demand and 
jobbers report heavy sales. 

Jobbers quote f.o.b. Cleveland: 
12-in. oscillating fans, $30 each; 10-in. 
oscillating, $16.50 and $21 each, de- 
pending on the model. These prices 
are subject to 30 per cent discount. 

OIL AND GASOLINE STOVES.—The 
demand has been rather light recently, 
which is attrivuted to the fact that 
there has not been a great deal of hot 
weather this summer. 

Jobbers quote oil stoves f.o.b. 
Cleveland: 

Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 

PAINTERS’ SUPPLIES.—Turpentine 
has declined 2 cents per gal. Other 
prices are unchanged. The demand for 
paints and other painters’ supplies is 
rather slow. 

Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. $Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 


Turpentine - bbls., 68c. per gal., 
less than bbl., 83c. per gal. 

Linseed oil in bbls., 99c. per gal., 
less than bbl., $1.14 per gal. Boiled, 


3c. extra per gal. 
White lead in 100-lb. kegs, 13%c. 
per lb.; in 50 and 25-lb. kegs, l4c. 


per Ib.; in 12%-lb. kegs, 14,c. per 
lb. Quantity discounts 500 Ib. to 1 
ton, 10 per cent. One ton or more, 


10 per cent and 4 per cent. 

POULTRY NETTING AND WIRE 
CLOTH.—The demand for galvanized 
and bronze wire cloth this season has 
broken all previous records. Many are 
substituting these grades for black 
wire cloth. The low prices that have 
prevailed on the galvanized and bronze 
material this season were probably also 
a factor in stimulating sales. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 ~~ 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16- aeak, $2.75 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. ayy Rm | galvanized 
after weaving, and 7% per cent 
off list; pic dh before weaving, 
50, 10 and 7% per cent off list. 


ROPE.—Orders for current shipment 
are fairly numerous. 


Cleveland jobbers quote best grade 
of manila rope at 23 BC. per lb. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 151%4c. per 
lb. for factory shipment and 16c. for 
shipment from stock; fodder twine 
21 oz. and coarser, llc. per Ib. 


STEEL SHEETS.—The demand shows 
an improvement. The leading steel 
jobber has advanced galvanized sheets 
$3 a ton, but hardware jobbers are 
maintaining the old price. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 lb.; No. 10 blue annealed 


sheets, $3.25 per 100 Ib. 
SASH CORD.—The market is holding 
at the recent 2 cent a lb. advance. 
Business is fair. 


Cleveland jobbers quote competi- 
tion sash cord, 30c. per Ib.; better 
= 84c. per lb.; Sampson, 62c. per 
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Excellent Northwest Crop Conditions 
Indicate Good Business for Rest of Year 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, July 12.—Ideal growing weather has prevailed 
over nearly every section of the Northwest during the past week. 
With perhaps the one exception being a strip of South Dakota in 
the central portion of the State, the entire district has had rain and 
sunshine, and warmer weather, which has been hoped for, to start 


the growth of the corn. 


In the immediate vicinity of the Twin 


Cities corn has quadrupled its size in the past ten days. 
Reports coming in from over the territory have a most encourag- 


ing tone. 
the year will be very good. 


It seems the general belief that business for the rest of 


Prices are steady, showing practically no changes in the items 


quoted here. 


Collections are beginning to improve. 





AUTOMOBILE TIRES.—Call for tires 
is heavy ‘at the present time, with full 
stocks from which to draw. Retail 
prices seem to be somewhat disturbed 
on the cheaper lines, but standard tires 
are steady. There is no change in 
prices quoted here. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 3 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; Heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40 $9. 65; 30 x 
5.25, $15.95; heavy duty, 
$26.75; tan tubes, 30 x $14, 
x 4, $2.60; 34 x 4%, $3.25; 
tire tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 

AXES.—Sales are steady, with stocks 
ample. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $15.00; double bit, $20.00; 
handled, single bit, $1°.75; double bit, 
$24.75 doz. net. 

BOLTS.—Demand is good, with stocks 
wellassorted. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
ing screws at 60 per cent from new 
ist. 

BUILDING PAPER.—Demanid is steady 
and fairly good. Building is going 
forward at a fair rate. Stocks are 
well filled, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 Ib. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.—Sales show a good market 
for this line. Stocks are ample for 
the call, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 331/3 per cent from lists. 

EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is steady 
and shows a fair amount of building 
and repair work in progress. Prices 
have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., me doint, 
single head, 5-in. eaves troug 
per 100 ft.; 28 ga., 3-in. athcater 
pipe, $5.40 per 100 ft., and 3-in. con- 


ductor elbows, $1.73 per doz., net. 





FIELD FENCE.—Sales are perhaps 
slightly less than a few weeks ago, 
due to the fact that haying has taken 
the attention. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Demand is good, with stocks 


well assorted. Prices are firm as 
quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 


50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Garbage cans 
and pails continue to sell well. Other 
items in the line are moving fairly 
well also. Stocks are well filled and 
prices unchanged. 


We quote from 
f.o.b. Twin Cities: coe No. 
galvanized tubs at $7.25; No. 2, $8.00; 
; heavy tube,’ No. 1, $12. 60: 
$13.30; 4 3, $15; Standard 
10-qt. pails, 12-qt., $2.90; 14- 
qt., $3.25; stock "pails, 16- ge $5, and 
18- “at., $5.50 per doz. net 


GLASS AND PUTTY.—Demand is 
diminishing and _ stocks are* being 
graded down in size. Prices have not 
changed. 

We quote 


jobbers’ stocks, 
1 


jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-Ib. 
drums at $4.85 cwt. net. 

HAMMERS AND HATCHETS.—Sales 

are steady, with stocks well filled. 

Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, 
HFS81, $12; Plumb, . 
Riverside, No. 611%, 
broad hatchet, No. 2, 
ling No. 2, $12.50; Claw, No. 2, 
doz. net. 

HOSE.—Lawn hose has been selling 
slightly better in the past week. Less 
rain and warmer weather have im- 
proved the demand. Stocks are still 
large, however. Prices have not changed. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Bull Dog. in., 


7-ply, 13%c. ft.; Competition, in., 
3-ply, 7%c. ft. Good Luck, % in. 6- 


from 


$16.40; Shing- 
$13.75 


ply, 10c. ft.; Electric double braid, 
4 ol 50-ft. lengths coupled, 14%c. 
., net 





LAMPS AND LANTERNS.—Call for 
lamps and lanterns for camping and 
touring purposes is good. There is al- 
ways a steady call for kerosene lan- 


terns. Stocks are well filled and prices 
firm. . 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. LA27, $6; No. C329 lamps. 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


MILK CANS.—Call for milk cans 
shows improvement. The Northwest is 
fast becoming a dairying country, and 
supplies are finding a very good mar- 
ket here. Stocks are well filled, with 


prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal, $3.30 each, 
net 


NAILS.—Sales are steady, with per- 
haps some improvement in the past few 
weeks. The building activities are at 
their height at present. Stocks of 
nails are kept well assorted, thongh 


not heavy. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 
ment coated wire nails in 100-Ib. kegs 
at $3.10 per keg, base, net. 


PUMPS.—tThe Northwest is absorbing 
a large volume of water supply mate- 
rial, and the real demand has only 
started. In the next few years dealers 
should be be able to supply thousands 
of homes with water supply materials 
to insure running water on the farms. 


Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6- in. stroke, $6.85; adjustable stroke, 

7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


WHEELBARROWS.—Call for con- 
tractors’ barrows is fair. Domestic 
demand is steady, with stocks in good 


condition. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is selling well, 
with stocks well filled. Wire for con- 
struction purposes is moving well also. 


Prices are steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 

WIRE CLOTH.—Demand continues 
very good, with stocks in fair condi- 
tion. Prices are firm as quoted. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 
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ACCO No. 8 
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Sash Chain 


is well worth consideration 
by every hardware dealer@ 


Builders everywhere are realizing with 
each new installation of ACCO No. 8 Sash 
Chain that it saves moneyfrom the start. 
It can be installed faster with no waste, 
no knotting, no lost motion. 


ACCO No. 8 Sash Chain runs freely 
and silently over regular round cord 
pulleys. It can be installed in any win- 
dow built for cord. 





@ PRODUCT OF THE 
AMERICAN 
UN COMPANY. ine 
i 
for your satety 


Neer ee 





The demand for permanent steel 


ACCO Sash Chain 

is growing every day 
Home-owners read about ACCO 
No. 8 Sash Chain in our national 
advertising campaign. Hundreds 
of inquiries come in, proving con- 
clusively that people want per- 
manent steel window suspension. 
It looks neat, installs easily, and 
withstands wear, tear and weather 
as long as the windows themselves. 


ACCO No. 8 Sash Chain is a prof- 
itable item, easy to sell. Ask your 
jobber, or write us direct for prices, 
full information and attractive dis- 
play material. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


Attachment for 
two-hole sashes 





Runs freely and silently 
over round cord pulleys 


ACCO No. 8 Sash Chain runs 
smoothly, surely, without 
“riding off” or cutting. The 
special shape of the links ! 
assures free action over regu- 
lar cord pulleys. 


C> , 


Hooks are supplied 
with every bag of 
100 feet of chain— 
no extra cost. Same 
hook attaches chain 
to sash weight. 


For one-hole sashes, 
special attachments 
are necessary which 
are supplied at 
slight extra cost. 








In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario, Canada 
District Sales Offices: San Francisco Boston New York Philadelphia Chicago Pittsburgh ' 


Largest Manufacturers of Welded and Weldless Chains ; 
Makers of the famous WEED Tire Chains 
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: Two Important Pamphlets 


(Continued from page 29) 


FIVE PRINCIPAL THINGS WHICH MANUFACTURERS, 
WHOLESALERS AND RETAILERS EACH SHOULD DO 
IN THE INTEREST OF MORE EFFICIENT DISTRIBU- 
TION. 

Under this heading there are recommendations of the 
five most necessary things that manufacturers should 
do, that wholesalers should do and that retailers should 
do. These five suggestions for each of the three great 
branches of the trade, coming from the men who com- 
pose The Hardware Council are so interesting that I 
am reproducing them in full: 


* * * 


THE RECOMMENDATIONS OF FIVE THINGS WHICH 
MANUFACTURERS SHOULD DO IN THE INTEREST 
OF MORE EFFICIENT DISTRIBUTION: 

1. Have a clear-cut distribution policy, and live up to it. 

2. Provide adequate compensation for the service of dis- 
tributors. 

3. Adjust package quantities to fit the retailer’s requirements, 
particularly as to the goods of less frequent sale, thus elimi- 
nating the extra expense incident to the handling of broken 
packages. 

4. Reduce number of specialty salesmen and missionaries who 
solicit retailers for orders to be filled by or through whole- 
salers, and save the expense of such duplication of effort. 

5. Discontinue antiquated methods of production, packing and 
office routine, to the end that orders may be more intelli- 
gently and more promptly filled; and exercise greater care 
and economy in the preparation and distribution of adver- 
tising and sales help. 


THE RECOMMENDATIONS OF FIVE THINGS WHICH 
WHOLESALERS SHOULD DO IN THE INTEREST OF 
MORE EFFICIENT DISTRIBUTION: 

1. Be a wholesaler. Do not finance irresponsible dealers, 
take chances with unworthy credit risks, or encourage 
inexperienced men to go into the retail business. 

2. Limit sales effort to the territory which can be served 
most economically and efficiently and discontinue unnec- 
essary and unproductive service. 

3. Employ fewer but more efficient salesmen. Train them 
to know the goods they sell. Enlarge the territory of 
each, and reduce the number of calls on the dealer. 

4. Carry adequate and well assorted stocks, so that sub- 
stitution, back orders and factory shipments. may be 
avoided. 

5. Study the problems and requirements of and work with 
and help the retail trade to operate with greatest effi- 
ciency; reduce operating costs wherever possible and as- 
sist retailers to meet competition. 


THE RECOMMENDATIONS OF FIVE THINGS WHICH 
RETAILERS SHOULD DO IN THE INTEREST OF MORE 
EFFICIENT DISTRIBUTION: 


1. Modernize stores and sample goods to get most attractive 


displays, price in plain figures, and otherwise make it 
easy for customers to buy. Keep store and stock clean. 
Advertise intelligently and consistently. 


2. Study business thoroughly and educate self in modern 
methods so as to be an efficient merchant. Train em- 
ployees to sell and serve. 


3. Meet all obligations promptly, take cash discounts and 
establish high credit standing. 


4. Concentrate buying with wholesalers able to render most 
economical service. Study local conditions so as to de- 
termine the kind and quantity of goods to buy and com- 
petition to meet. Place advance orders for seasonable 
goods. Maintain complete stocks, but keep inventory as 
low as practicable by frequent purchases (full packages 
as much as possible). 


. Control the granting of credit and watch collections so as 
to eliminate losses and unnecessary risk. 


wn 


HARDWARE TRENDS 


Under this heading is an interesting study of the 
probable evolution of the hardware business. Any 
hardware man would only have to glance over these sug- 
gestions to see that they have been compiled, not by 
theorists, but by men of long and practical experience 
in the hardware business. Not only that, but by men 
who actually have the vision to study the trends of the 
hardware trade. 


No retail dealer, no retail clerk, no wholesaler, no 
manufacturer, no sales manager and no salesman in the 
hardware line should fail to secure this pamphlet, 
“TRADE BETTERMENT,” and then study it careful- 
ly. By “study” I do not mean to glance through it as 
you would your daily paper. I mean you should take it 
up subject by subject and study out and think out the 
facts and recommendations that have been made at the 
expense of many days and nights of labor on the part of 
a gathering of some of the very best minds in the hard- 
ware business. There is enough meat in this pamphlet 
to give any editor of any hardware trade paper mat- 
ter upon which to write editorials for at least a year to 
come. All of us see books and pamphlets come and go. 
Many of.them are so statistical that the average reader 
can not concentrate his mind upon them. Others may 
be amusing, but they do not give solid, substantial in- 
formation. This pamphlet,’ “TRADE BETTER- 
MENT,” is so clearly written that any hardware mer- 
chant, salesman or clerk can read and understand it. 
In fact, it is most absorbing and entertaining reading 
to anyone who is interested in the hardware business. 








Next week Mr. Norvell will review the second pamphlet, “Hardware Store Survey,’ for 1926 business, this 


being a compilation of the figures of 1284 hardware retailers. 
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An Institution 


Emerson said years ago that “an 
institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
23 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


tige that challenges comparison, 
because every item that bears the 
R-W trademark is thoroughly good. 


This supremacy .could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 
ened shadow of good service.” 


This doorway service is always at your command 
without cost or obligatian. 





New York - 


AURORA, ILLINOIS, ae. se 


St. Louis New Orleans Des Moines 





Boston ene ¢ pa Cinci ti 
Minneapolis Los Angeles 


= Francisco Omaha Seattle Detroit 


Montreal - aICHARDS- -WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 


Largest and most complete line of door hardware made 
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Charles L. Reierson Returns from Europe 


(Continued from page 35) 


entered the harbor we felt glad we had deserted com- 
fortable beds. The Bay of Naples is all that is claimed 
for it in beauty. The mountains come down very close 
to the shore line, among them the volcano Vesuvius 
with its tall plume of smoke thounting skyward in the 
early morning light and the crescent of the shore line, 
with the colorful Italian houses built tier upon tier up 
the slopes of the mountains and showing every color of 
the rainbow, with the rising sun just coming up and 
accentuating the beautiful blue waters of the bay, made a 
picture never to be forgotten. Later, in sailing from 
Naples for Sicily just before sunset, we saw the same 
view, under very different conditions, but equally beau- 
tiful. 

Naples—in fact, all of Italy—gave us a pleasant sur- 
prise. We had been told of the dirt and filth of Italian 
cities and of the poverty and flocks of beggars on every 
hand. We saw little of either. Naples and other Italian 
cities have had a cleaning up and the police do not re- 
gard with favor indiscriminate begging. This is at- 
tributed to Mussolini, who seems to have awakened the 
Italian pride and who is doing everything possible to 
bring to Italy the flood of tourists who annually spend so 
much money in France. Americans accustomed for years 
to visit Italy tell me there has been a remarkable change 
in these respects. Of course, there is some begging, but 
it is by no means what it has been heretofore, to judge 
from what old travelers in Italy have told me and the 
police are very watchful to see that it is not too gener- 
ally practised. 

From Naples we went by boat to Palermo on the island 
of Sicily and found there a wonderful hotel, the Villa 
Igeia, with lovely gardens running along the water front 
looking out upon the blue sea, areal garden spot, and 
the days spent there were thoroughly enjoyable in every 
way. To my mind, Sicily is the ideal winter resort of 
Europe, as it is milder in temperature than the Italian 
or the French Rivieras, and there is much to be seen 
that will interest and entertain the visitor. The city of 
Palermo is most interesting, with its wonderful drives 
to the summit of Mount Pellegrino, to the old monastery 
and cathedral of Mon Real, through the lovely orange 
groves of the “Conc de Oro” (the valley of the Golden 
Shell), to the beautiful little seashore resort of Mondello 
and other places of beauty and of interest. There is a 
wonderful opera house there, which is not equaled in the 
United States, and there are parks and gardens and the 
unique catacombs (to which one visit will suffice). 

The principal resort of tourists to Sicily is the little 
town of Taormina—‘Taormina the Beautiful”—and it 
is just as beautiful as is claimed for it. It is a touch of 
old Sicily with quaint winding streets, some of which 
are just wide enough for one vehicle at a time, and 
with its walls and gates of stone reminding us of the 
days when it was necessary that it have means of exclud- 
ing its enemies. There are the ruins, but still in an ex- 
cellent state of preservation, of an old Greek theater, and 
from it, as well as from the Hotel San Domenico—for- 
merly a monastery and with walls a yard thick—can be 
seen the snow-covered peak of the volcano, Mount 
Aetna, with its slopes covered with vineyards which pro- 
duce grapes from which the Sicilians make excellent 
wine. 

Syracuse is the oldest city on the island and, in fact, 
is one of the very old cities of which there is any record. 
It is the seaport at which ships bound from Egyptian 


ports to the mainland of Italy touch. We found it in- 
tensely interesting in point of ancient history and it 
abounds in things delighting to the visitor, especially if 
he remembers or can recall his early studies of history 
and mythology. There is still to be seen a wonderfully 
preserved Greek fort which would do credit to modern 
engineering. From the watch towers of this fort can 
be seen three seas, and the Greeks, who built it, could 
watch for the approach of enemies from all directions. 

From Syracuse we went by rail direct to Rome, a 
journey of about twenty hours, our entire train being 
ferried over the strait separating the island from the 
mainland. This was our first and last experience with 
Italian trains, which are hardly equal to our trains of 
the United States. The cars or carriages are very small, 
many of them being approximately one-third the length 
of our own modern cars. They are all of the “compart- 
ment” type, but do not equal in comfort or conveniences 
our own compartment cars. The conductors carry small 
“horns” which make a noise reminding me of nothing 
so much as the small 10-cent horns I used to find in my 
stocking on Christmas morning, and with these little 
horns they signal to the engineer when the train is to go. 
Our train on this trip was right on time at every station, 
another new departure from old custom, as old travelers 
in Italy told me that a few years ago Italian trains were 
notoriously irregular. This improvement is also at- 
tributed to Mr. Mussolini, and I am told that Italian 
train service is better than ever before. Incidentally, on 
every one of the small cars is at least one—and some- 
times two or three—of the Fascist police and they are 
very observant of everyone who comes aboard the 
trains. 

To me Rome is a city of absorbing interest, since it 
abounds in so many things and places of historical inter- 
est that one might spend a year there and still not see 
them all. It is the birthplace of our modern civilization 
and, in a manner, of the Christian religion and the battle- 
ground between Pagan and Christian, and many of the 
buildings which were originally Pagan temples are now 
Christian churches. Leaving Rome, we hired a car and 
the balance of our trip through Italy and right on into 
France was made in this car. It was not only a much 
more enjoyable way of seeing the country but it gave 
us the opportunity of going where railroads would not 
take us without great loss of time, it enabled us to travel 
entirely by daylight, to see the entire country as we 
passed through it, to get off the beaten paths and to stop 
whenever and wherever we wanted to and for as long as 
we desired. In this car we went northward from Rome 
throvgh the hill country to Florence, to Venice, to the 
wonderful Italian lake region, to Milan, to Genoa and 
along the Italian and French Rivieras to Nice, France, 
where we dismissed the car. 

Automobile touring in Italy is a delight. The roads 
are generally fairly good. The country is very interest- 
ing. It was enlightening to pass through the small 
towns and to see the manner in which the people work 
and live. It is a vast farming country and farming is 
done in a manner we would consider very backward. 
Plowing is done almost entirely with oxen furnishing 
the motive power and, strangely enough, the oxen are 
all white. I had heard Italy called “The Country of the 
White Oxen” and can now understand the reason. 
The oxen were sleek and fat and in almost every case 
were covered with striped blankets and, in all cases, 


Reading Matter Continued on Page 56 
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“True ‘Time Tellers Displayed! 
This Handsome Display Case FREE 


. With Each 
“True “Jime “Jellers Siladtion 
of 
NEW HAVEN’S 
Unusual Alarm 
Clocks 
No. C124 


Handsome Display 


Case 





HE Display Case is 

1614 inches long, 18 
inches high and 84 
inches deep, made of 
metal, of strong, durable 
construction, attractively 
finished in dull mahog- 
any, full vision front 


glass. 


The clocks are placed 
on the shelves, and fit 
snugly into cut-outs spe- 
cially designed for each 
clock, preventing disar- 
rangement of display. 


Each shelf is equipped 
with hinges, tilting back 
with ease. 





HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True 
Time Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their 
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each ox wears on his horns a red cord and tassel—some 
more ornate than others, but all red—to ward off the 
“evil eye.” Not one ox did we see without this tassel. 
Some of the plows these oxen drew were fearful and 
wonderful contraptions, such as have been used for cen- 
turies, I was told, and not the up-to-date patterns pro- 
duced by our implement makers. 

Much of the breaking of ground and the cultivation 
of it is still done, however, with hand implements, the 
principal one being a two-pronged affair with a heavy 
handle like our grub-hoes. In fact, it reminded me of a 
very large grub-hoe with the middle portion of the blade 
cut out very nearly up to the eye of the hoe, leaving two 
heavy and substantial prongs, one on either side. The 
Italian farmer seems to use this for every purpose. 
Italy did not strike me as being a very good country for 
the sale of hardware. The native doesn’t use much of it. 
Aside from this “‘pronged hoe,” he uses few implements 
—that he doesn’t make. Oxen need no harness. The 
yoke is home-made. The plow is home-made. Houses 
are built almost entirely of home-made brick or tile or 
stone, sometimes a combination of all. Few tools are re- 
quired. 

Transportation of crops and supplies is almost entirely 
by means of two-wheeled carts, most of these being 
drawn by oxen, but in a few cases by mules, except in 
southern Italy, where mules are numerous and where 
even the colts are harnessed to a supplemental or aux- 
iliary single-tree and are taught to pull their share of 
the load. And how they do dress those mules up! The 
harness is highly decorated with brass and nickeled orna- 
ments, every mule has one or more bells of varying sizes 
and tones and one or several brightly colored plumes and 
even the carts are just as gayly decorated, many of them 
being veritable works of art, the chief theme of decora- 
tiong being biblical subjects. I had often heard the ex- 
pression “dressed up like a horse,” but didn’t appreciate 
its significance until I went to Italy. 

Each Italian city visited seemed to make a different 
appeal, and this is not strange when we reflect that 
Italy of the present day is the result of welding together 
a number of countries into one, as our history tells us. 
For instance, the Neapolitan is an altogether different 
person by comparison with the Venetian or the Milanese. 
In southern Italy we see the type of Italian of whom we 
seem to have so many in our own country. Apparently 
those Italians who have migrated in such large numbers 
to the United States are chiefly from southern Italy. In 
north Italy the type is quite different, there being many 
blondes, which is not strange when we consider the his- 
tory of that section and their proximity now to Austria 
and Switzerland. 

Venice presented one peculiarity not encountered in 
any other Italian city and which might indicate that in 
bygone days there was quite a trace of the Hebrew 
strain; “window shopping” is one of the delights and 
privileges of the tourist visiting Italian cities—except in 
Venice, where it simply can’t be done. Just stop for a 
moment before an attractive window in Venice and im- 
mediately the proprietor or one of his satellites is by your 
side, holding your arm and trying to drag you into his 
store, and it is exceedingly difficult to get rid of him. 
This was not the case in any other city we visited. And 
as we traversed the “streets” of Venice in gondolas and 
noted the fact that there is no land, that one steps right 
from the door of every house into a gondola or other 
boat, I wondered what happens when the inhabitants put 
the cat out at night. Maybe the cats of Venice are web- 
footed! 

Italy is a poor sporting goods country. The Italians 
are born hunters and as we motored through the coun- 
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try we saw hundreds of them with shotguns on their 
shoulders and apparently there are no game laws or they 
are not enforced, as we saw all sorts of birds, including 
songbirds, hanging in the public markets. I recall that 
certain sections of our own country having large Italian 
populations have had trouble in enforcing game laws and 
now I realize that it may be because those who came 
here from Italy have never known such, restrictions. 
Aside from the guns used for shooting anything wear- 
ing feathers, few sporting goods are sold. The natives 
simply do not take to athletic games. I saw little fishing 
tackle displayed. 

In the Bay of Naples I saw many groups dragging 
in seines and it seemed to be a community of effort, 
since, as the seines neared the shore, every native in 
sight jumped in and gave a hand, men, women and chil- 
dren, and when the haul was made and the result was on 
the beach, all jumped in and it was a clear case of grab, 
each taking all the fish possible. The haul seemed to 
consist of small fish, resembling sardines, and it gave me 
quite a shock to note that a native, after filling his 
pockets with them, stood around and ate them—alive 
and flopping. And in the Arno River, which runs 
through the city of Florence, I saw many natives fishing 
with a large, square net attached to a very long pole 
The net was lowered into the water and from time to 
time was raised, but never did I see a fish in one of them. 
The fishermen must have been confirmed optimists, how- 
ever, since they stuck to it. 

Very little American hardware is to be seen in either 
Italy or France, though I did see some American-made 
padlocks and a very few other items of hardware. In 
other classes of merchandise there is to be seen quite a 
smattering of the products of this country and in every 
case—including the limited number of items in hardware 
—the American-made merchandise is that which we here 
know as “nationally advertised” goods. I do not know 
whether the advertising has had anything to do with 
the goods getting into the European market, but there 
they are. } 

After leaving Italy we spent some time in France along 
the noted Riviera and chiefly in Nice, but visiting other 
points along the coast, among them Monte Carlo, where 
we did not break the bank. Notwithstanding the world 
fame of the Riviera—Italian and French—it has not the 
mild winter climate such as we have in Florida, and 
while it’is wonderfully beautiful all along that coast, 
one should not go there expecting to find the climate as 
warm as Florida or Cuba. All along that coast line the 
mountains come very nearly to the water’s edge and many 
of those mountains are snow covered and when the wind 
blows from their direction it is anything but warm. 

Three weeks in Paris were greatly enjoyed notwith- 
standing it rained three days out of four. At that time 
of the year it seems to rain without the slightest effort, 
but it is such a lazy, effortless sort of rain that one 
becomes accustomed to it. Besides, there is so much to 
do and so much to see indoors in Paris that the rain 
can be forgiven. And there is always a taxicab at hand, 
one of the thousands in Paris, so that a little rain doesn’t 
matter. And the taxicabs are the one thing in Paris 
that is still cheap. The average taxicab fare about the 
city is from one to three francs—and the franc was 
worth 4 cents when I was there. One could remain in 
Paris for a long time without growing bored and with 
something always to be seen. The little French restau- 
rants are a delight if one knows where to find them. 
The larger ones, those we knew by reputation, are largely 
patronized by Americans, since the French cannot afford 
their scale of prices. We visited those just as a matter 
of form and of curiosity, but made it a rule to look up 
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ICE CREAM FREEZER 
Only Acme Freezers are made in four hand- 
some, all-metal, popular-selling models. And 
they produce ice cream so quickly, easily 
and perfectly that customers i 
stay satisfied. 2-qt. Bright 
Galv., $1.00; 2-qt. and 4-qt. 
Enam. Galv., $1.25 and $2.25; 
Pint ACME, Jr., 60c. 
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PAINE TOGGLE BOLTS 


“The Most Practical Toggle” 
The Toggle with the “Spring Wings” 


ANY STYLE HEAD 
ANY LENGTH BOLT 


Nickel Plated or Galvanized. 
Having Tried the Rest 
NOW—BUY THE BEST 
Simplest and Quickest 


Samples on request. 
No charge. 


The Paine Company, 2951 Carroll Ave., Chicago, III. 


79 Barclay St., New York City, New York. 
Stock Carried i; 915 Bryant St., San Francisco, Calif. 

















Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 
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the little, out-of-the-way places, where the French people 
are to be seen. 

We had heard of the antagonism in Italy and in 
France toward Americans but after spending six weeks 
in Italy and almost as much time in France, we saw none 
of this. On the contrary, we were treated always and 
everywhere with the utmost courtesy. Of course, we 
treated the people with whom we came in contact in the 
same manner, and I believe that if some of our own 
people who go abroad will make that their custom they 
will receive the same sort of treatment. I heard Ameri- 
cans criticizing Italian and French customs and insti- 
tutions and comparing those with home customs. I 
heard one man say to an Italian: “‘I’d like to see you try 
to get away with that in Chicago!”’ We went abroad 
with open minds and were interested to see the differences 
between our own customs and those of the foreign coun- 
tries we visited. We did not go as reformers but as con- 
formists. Some things they do not do as well as we do 
and some things they do better. Human nature is pretty 
much the same the world over. I have always got 
along pretty well over here by treating everyone I have 
had anything to do with just about as I would like to 
have him treat me and I found that it worked just as 
well abroad as it does at home. 

Some of their customs are centuries old. Some of 
them existed before Columbus sailed to discover us. The 
casual visitor can’t change them, therefore he had best 
conform to them and he will get further if he do it with 
a smile. For instance: Here is a sleeping- car ticket from 
Syracuse to Rome. It measures 8% x 14 in. and looks 
more like a bill of lading covering a shipment of hard- 
ware than a Pullman ticket. True, the back of it and 
part of the front carries a lot of paid advertising of 
hotels, cigarettes, etc., and if more advertising could be 
secured, possibly the ticket would be larger. That’s 
their way of doing things. 

Switzerland, Belgium and England were just as inter- 
esting in their way as Italy and France and were just 
as greatly enjoyed. All have had a hard time. All are 
heavily burdened with taxation except Switzerland. The 
Swiss were lucky enough to keep out of the World War. 
Italy has no ore or coal deposits and must import both. 
She has splendid water power possibilities and these are 
being developed. Czecho-Slovakia is manufacturing and 
has quite a steel plant at Kladno near Prague, where 
high-frade steel is produced. In Italy, France and 
England there is a lot of unemployment and rates of 
pay are low. England was paying the weekly “dole” to 
over one million unemployed. In Italy Mussolini is said 
to have created a lot of jobs for the unemployed. Many 
of them are the “black shirt’ police. Never have I seen 
so many policemen. They always work in pairs. Never 
singly. Even along the country roads I saw them pa- 
trolling the highways—in pairs. Many Italians are doing 
public work. Such laborers and the police may not be 
paid highly but at least they have jobs; they have some- 
thing to occupy their time; they have some responsibility 
and feel that they are working. I am told that many 
of the unemployed in England do not want to work and 
never will so long as they can exist on the “dole.” 
Frankly, | think Mussolini's plan the better one. 

It is a small world we live in. I met a number of 
friends abroad. Strolling along the “boardwalk” along 
the water front at Nice I ran into Ralph Morley, of 
Morley Brothers, the hardware jobbers of Saginaw, 
Mich., and it was my pleasure to enjoy his company 
during the remainder of our stay there and later in 
Paris. And, in London, when lunching at the famous 
old Cheshire Cheese, who should come in and sit at the 
table next me but my old friend Coakley, of the Samson 
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Cordage Works. Harry Haynes, of the Savage Arms 
Co., was another old friend of the trade whom I en- 
countered in Paris, he having arrived there after a trip 
through Africa, just as I was léaving for London. One 
is always glad to meet old friends and particularly so 
far from home. 

My plans for the future? I have none. I needed a 
good, long rest and felt entitled to it and am enjoying it. 
Since returning home I have had some time to devote 
to my own affairs and put them in order. Of course, I 
shall want to get back into business before very long 
but what form my future activities will take I do not 
know. Naturally, I hope that when I do get back into 
harness again it may be in some connection which will 
enable me to maintain contact with my many old friends 
in the hardware trade. They are the salt of the earth. 
They have always been mighty good to me and I| do not 
want to lose touch with them. Many of them have 
written me expressing the same hope that I have just 


voiced. 

I have had opportunities to again become active in 
business but have made no commitment. Some of my 
friends have written me of very definite rumors that I 
am to engage in this line or in that and seem quite posi- 
tive as to their information, but to all of them I have said 
that I am “foot loose and fancy free.” And, in the 
meantime I am enjoying the opportunity to take life 
easily out at my country home in the little town of 
Bronxville, N. Y., where I frequently hear from my old 
friends and occasionally see one of them. 


Verified Retail Store News 


Bengener Bros., hardware dealers located at 817 Congress Ave- 
nue, Austin, Texas, have discontinued business. 

Harshaw-McLane Hardware €o. have opened a retail store at 
Conneaut Lake, Pa. 

The Fitzwater-Hertig Co. of Elkins, W. Va., will shortly move 
to a larger and better location. 

Morris Degan, 743 E. Market Street, York, Pa., will move to 739 
E. Market Street in about three months. 

Bridge Hardware Co. of Bellefontaine, Ohio, will open a branch 
store at Main and Columbus, in that place. 

Grant Hardware Co. has taken over the business of the Haw- 
kins Hardware Co., in Headland, Ala. 

Joseph L. Beesley has succeeded the Myers Hardware Furni- 
ture & Implement Co., in Francesville, Ind. 

Plescia & Veroli, 2 Main Street, Modi, N. J., now known as the 
Main Hardware Co., will soon erect a two-story building at the 
corner of Main and South Streets. 

Weil Bros. of 507 W. 125th Street, of New York City, are mak- 
ing alterations in their store and will have an “L’’ facing on 
Amsterdam Avenue. The street number will be 1346. 

“ee Avery has succeeded the Meserole Bros. in Springville, 

a. 
Minocqua Hardware Co. and the Northern Electric Co., both of 
Minocqua, Wis., have consolidated and will be known as Minoc- 
qua Hardware and Electric Co., Inc. 

Galt Mercantile Co. has succeeded E. L. Beeler in Galt, Cal. 

Kewaskum Hardware & Electric Co. have taken over the busi- 
ness formerly conducted by Henry W. Ramthum in Kewaskum, 

is. 

Blakey Hardware Co., Tulsa, Okla., has moved from 13 North 
Lewis Avenue, in that city, across the street to their new, mod- 
ern store at 14 North Lewis Avenue. 

Lincoln Hardware Co. has succeeded Louis Kief at 521 Pulaski 
Street, Lincoln, III. 

Dan Pullin & Son of 204 Church Street, Torrington, Conn., are 
erecting a new building at 22 Migeon Avenue, which will be 
joined to their present building when completed. 

Williams Hardware Co., of Williams, Ariz., has purchased the 
stock formerly carried by Duffy Bros. and is moving same to 
new location. 

G. B. Kemp Hardware Co. has purchased the stock of Gunther- 
Wistafke Hardware Co. in Bonners Ferry, Idaho. 

Geo. R. Charters of Spirit Lake, Idaho, is now conducting the 
business formerly known as Coleman & Charters. 

Cc. E. Walters Co., C. E. Walters and William J. Hauber, pro- 
prietors, of DeKalb, Ill., are the successors to Walters & Pooler 
in that town. The new firm will move to the Lincoln Highway. 

Galesburg Hardware Co., of Galesburg, report that O. V. 
Swank has sold his interest in the store to Fred D. Griffiths. 

Index Notion Co., of Attica, Ind., has succeeded William H. 
Powers, of that place. 

J. A. Quinn has succeeded Quinn Bros. in Defiance, Iowa. 

C. H. Johnson of Gilman, Iowa, has taken over the business 
of H. J. Failor. 

F. W. Spencer has opened a retail hardware store in Spencer, 


Iowa. 
W. D. Kale of Truro, Iowa, is erecting a new store building. 
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THE ARCADE 
STEEL SPINDLE 
DAMPER 





Two months! Your customers will want more 


They will think of their heating plants 


that need repair. They will require new dampers, 
dampers spelling strength and service. Offer an 
Arcade Damper with such selling points as these: 


A patented blade that lends ease and speed to 
installation. 

A spring holding spindle solid in blade. 

A handle welded securely to spindle. 

Equipped with a closed spindle spring if desired. 

A nickel plated steel wire spring handle. 


Stove and Furnace Essentials 





No. 200 








Lid Lifter No. 200 


Arcade stove and furnace pokers, scrapers 
and lid lifters will also meet the fall demands. 
They are strong and well balanced as well as 
attractive in appearance. Each is a piece of 
workmanship worthy of your attention. 


ARCADE 


HARDWARE 
and TOYS 


Write us for catalog. Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 





FREEPORT, ILL. 
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Pat and Mike stood before a store win- 
dow wherein were placed trunks on sale. 

Said Pat: “Moike, why doncha buy a 
troonk ?” 

“What for? And pray tell me.” 

“To put your clothes in, you blitherin’ 
ijit.” 

“What! and me go naked?” 





She—“I know a man who has been mar- 
ried ten years and he’s in love.” 
He—“Wait until his wife finds out.” 





First Girl—“Wouldn’t your mother be 
awful angry if she saw you in that scant 
bathing suit?” 

Second Girl—“I should say she would. 
It’s hers.” 





The tired business man had been made 
unusually so by sitting through the entire 
performance at the theater without a 
smoke. Waiting in the lobby, while his 
wife put on her hat and powdered her 
nose, entirely ruined what he had left of 
his disposition. Stopping a fair usher, he 
demanded in a hard-boiled tone: “Where 
the h—1! is the men’s smoking room?” 

“Go right down this hall,” she replied, 
sweetly, “and turn to your right. You will 
see a sign that says ‘Gentlemen.’ Pay no 
attention to the sign. Go right in.” 





Sailor—“They’ve just dropped _ their 
anchor.” 

Mrs. Symp—‘“Gracious, I was afraid 
they would. It’s been dangling outside 


for some time.” 





Mistress—“So your matrimonial life was 
What was the trouble? 
December wedded to May?” 

Chloe Johnson—“Lan’ sake, no, mum! 
It was Labor Day wedded to de Day of 
Rest!” 





There was once a young couple named 
Slightham, 
Who were afraid that disease germs would 
bite ’em, 
They ate an apple a day 
To keep the doctor away, ! 
But he came and brought twins just to} 
spite ’em. 


—Disston Crucible. 4 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


“My wife has run away with a man in 
my car.” 


“Good heavens! Not your new car!” 





Scotch Lady (to porter)—“I understand 
that under the rules tips are forbidden on 
this car.” 

George (himself)—‘“Yassum. So was 
dem apples in de Garden of Eden.”— 
Selected. 





In a certain province liable to floods, 
there is a notice on a low-lying road which 
reads: 

“When this notice is under water, this 
road is impassable!” 


“How did the Smith wedding come off?” 

“Fine until the preacher asked the bride 
if she’d obey her husband.” 

“What happened then?” 

She replied: “Do you think I’m crazy?” 
And the groom, who was in sort of a daze, 
replied: “I do.” 





The girl at the boarding house asked 
Slim why a chicken crosses the road! He 
said he didn’t even know why they 
crossed their knees. 





“Are you bothered much with things 
dancing in front of your eyes?” inquired 
the eye doctor. 

“Yes,” admitted the plumber, “and 
those new garters bother me some, too.” 





A German shoemaker was telling an 
admiring salesman about his two fine dogs. 

“Yah,” said he, “‘n’d’ funny ding ‘bout 
id iss, d’ littlest von iss d’ biggest von.” 
His wife came to the rescue: 

“He don’ mean dot, mister. He don’ 
English shpeak verra vell. He mean d’ 
youngest von iss d’ oldest von.” 





“Good heavens! Who gave you that 
black eye?” 

“A bridegroom for kissing the bride 
after the ceremony.” 

“But surely he didn’t object to that an- 
cient custom?” 

“No—but it was two years after the 


ceremony.” 


Asa 
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Judge—“You say you have known the 
defendant here all your life. Now tell 
the jury whether you think he would be 
guilty of stealing this money.” 

Witness—“How much was it?” 





Wife—“I’ve got to get some clothes.” 
Hubby—“Who said so—the chief of 
police?” 





“Say, Boss,” cried a dark-skinned cus- 
tomer, rushing much perturbed into a 
store, “a no-’count boy has threatened my 
life. Ah craves protection.” 

“How about a bullet-proof vest ?” queried 
the man behind the counter. 





“Wuthless, plumb wuthless. Ain’t yo’ 
got no razzer-proof collahs?” 

Cat—‘“‘How old is Elizabeth?” 

Cattier—“Don’t know, but everybody 


was overcome by the heat from the candles 
at her last birthday party.” 





Salesman—“Here is a very nice pistol, 
lady. It shoots nine times.” 

Fair Customer—“Say, what do you think 
I am—a polygamist?” 





The reason why so many college boys 
wire home for money is because it is im- 
possible to send a letter collect. 





Foreman—“Wot’s up, Bill, ’urt yerself?” 
Bill—‘“‘No, gotta nail in me boot.” 


Foreman—“Wy doncher take it out 
then?” 
Bill—“Wot! In me dinner hour?” 





“You didn’t know who I was this morn- 
ing, did you?” 
“No, who were you?” 





Roadside notice posted in New Hamp- 
shire: “By order of the selectmen, cows 
grazing by the roadside or riding bicycles 
on the sidewalks is hereby forbidden.” 





A new 5 and 10 cent store had been 
opened by a man named Cohen. A woman 
came in one day and selected a toy for 
which she handed the proprietor a dime. 

“Excuse, lady,” said Cohen, “but these 
toys are 15 cents.” 

“But I thought this was a 5 and 10 
cent store,” protested the customer. 

“Vell, I leave it to you,” came the reply, 
“how much is it, 5 and 10 cents?” 
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STEERING CLEAR OF THE OBSTACLES 
IN MODERN RETAILING 














-_—.. RETAILING is so full of the 
promise of rich reward that thousands 
of men enter the retail business each year. 

But it is so beset with obstacles and pit- 
falls that many of those who enter retailing 
fail. Estimates of the number of failures 
vary but one reliable source places it as 


high as 85% 





AMONG the authors of the New 

Modern Merchandising Course 

are the following men: 

Freperick D. Cortey, Vice-President, 
Marshall Field & Company 

Dr. Pav H. Nystrom, for six years 
Director of the Associated Merchan- 
dising Corporation 

Dr. Lee Gattoway, First Director of 
the School of Retailing, New York 
University; a well known authority 
on Store Management 

Epcar J. Kaurmann, President of 
Kaufmann’s Department Stores, 
Pittsburgh 

J.C. Penney, Chairman of the Board, 
J. C. Penney Company 

JoserH Cuapman, President, L. S. 
Donaldson Company, Minneapolis 

Percy H. Jounston, President, Chem- 
ical National Bank of New York 

Joun Brock, Kirby, Block & Fischer, 
Resident Buyers 

Cot. Davip May, Chairman of the 
Board, May Department Stores 

W. T. Grant, Chairman of the Board, 
W. T. Grant Company 

Crayton Portrer, President, United 
States Stores 

Amos Parrisu, Director, Amos Par- 
rish & Company, Store Counselors 

Wiii1aM N, Tart, Editor, Retail 
Ledger 

Suetpon R, Coons, Executive Vice- 
President, Gimbel Bros., New York 

Joun B. Garver, The Garver Bros, 
Company, Strasburg, Ohio 

—and many others, 


There is the problem of collecting past 
due accounts, of moving slowstock, of stock- 
turnover, and advertising and window displays—how to know when 
to buy and how much to buy and what to buy, how to meet cut 
price and mail order competition—and on and on and on. 

The man who can overcome these obstacles, who can solve these 
problems, is on the road to great reward. 

Now, how about yourself? Are you tackling these difficulties 
single-handed and alone—are you feeling your way in the dark? 

Up until three months ago, that was the only way. Experience is an 
expensive teacher, but it was the only teacher. But now there is 
available a carefully directed course of reading that gives you the 
facts that you need. It is called 

The Modern Merchandising Course and Service 

With the cooperation of the leading authorities in every field of 
Retailing, the Alexander Hamilton Institute has assembled the fun- 
damental facts and principles of Modern Merchandising in this new 
Course and Service. Every man ambitious for success in retailing— 
every owner, every general executive, every buyer, every controller, 
every merchandise manager—all men who must think and decide, 
will find sound guidance here. 

A new book called “Progress and Profits” tells how this remark- 
able step forward in business training came about, ‘how you can 
avail yourself of it, and what it will mean to you in terms of in- 
creasing your piofits. We will be glad to send you a copy; just mai] 
the coupon. 


ALEXANDER HAMILTON INSTITUTE 


prec HamItton INSTITUTE 
78 Astor Place, New York City 





Please mail me, free, a copy of ‘‘Progress and 
Profits.” 


| Nes ipgs cick eat sar odta stansnars de auanpianachacese satussigy 


Position .... 





In Canapa, address the Alexander Hamilton 
Institute, Limited, C. P. R. Bldg., Toronto 





In Encranp, 67 Great Russell St., London 
In Austrauia, 11¢ Castlereagh St., Sydney 


] 
| Company... 
| Business 


Address 
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Resistance ~ 


WITH 


BALL BEARING CASTERS 


Your customers no longer want the old- 
fashioned rigid caster. The rigid caster is 
as out-of-date as the crank for an automo- 
tive engine, 
Acme Casters 
Are Ball Bearing Casters 


They roll easily, quietly, smoothly in any 
direction. 


They protect the floor and floor covering. 


They last indefinitely and enhance the ap- 
pearance of furnishings. 


They are strong, sturdy and carefully built. 


Build Up Your Caster 
Sales With “Acmes” 


Dealers everywhere are selling ‘““ACMES” in 
preference to any other caster. Generous 
profits, quick turnover, popular demand. 


We'll be glad to send a sample and give you 
full particulars. Write us today. 





The Schatz Manufacturing Company 
Poughkeepsie New York 


Agents: J. C. McCarty & Co. 
253 Broadway New York City 





"ROLL ALONG ON ACMES’ 

















Vails 


HE primary value of a nail is 

in the quality of the steel and 

in the perfect drawing of the wire, then 
in the shaping of the head and the cutting 

of the point. Where the hard steel quality is 
used in the wire, which is most requisite and 
necessary for the stiffness of the nail, the shap- 
ing of the head and the cutting of the point is 
naturally difficult and expensive; which if a 
softer quality of steel is used, it is easier and 
cheaper. Hence the basic merit of the nail is 
least apparent on sight —it is hidden in 
the sturdy character of the hard steel that is 
demonstrated only in driving. There is real 
economy in buying this quality as the softer 
quality may spoil a job and the consequent 


damage done makes it high at any price. 


The heads and points of our nails are 
shaped from the hard, sturdy steel, by the 
most deft machinery, under the keen super- 
vising eye of inspectors. Study an American 
Steel & Wire Company’s nail, note the clean, 
sharp point, the firm set head showing 
ample metal, the well punched barbing, the 
accurate gauge, and above all test that which 
does not appear at first glance—the great 
strength of the steel that holds straight in 
driving. And further, our nails are packed 
full weight, 100 pounds net, in each keg. 





American Steel & Wire Co. 


SALES | OFFICES 


CHICAGO . « 20880. Le Salle . «+ « « + = 80Church Street 
CLEVELAND . « Rockefeller Building BOSTON eS ter 185 Franklin Street 
ET F Foot of First Street PITTSBURGH... . ... Frick Puilding 
CINCINNAT! i. * Union Trust Building PHILADELPHIA ° : : .” Widener Building 
MINNEAPOLIS-ST. PAUL r=. res | | Marietta Street 
. Merchants Nat’ ri bpenik k Bldg. “st.Paul WORCESTER . §. . . .94 Grove Street 
100m. lle Olive Street BALTIMORE . . . . 82 So. Charl 
NSASCITY . . 417 Grand Avenue BUFFALO |. 670 Ellicott Street 
LAHOMA CITY °. First Nat'l Bank BI WILKES-BARRE °. °. Miners Bank Bi 
IRMINGHAM * x Bldg. *SAN FRANCISCO . _. Rialto Bidg. 
EMPHIS. Union and Planters Hank B ldg. *LOS ANG Ss . 2087 E. Slauson age. 
BNVRR,” " Firat Nat Bio ‘Bank uding *SEA 7: ° teen sre Cons. 
, . al ther . . ve. 
SALT LAKE CITY’. al Pant Bias. "eUnited Beats Stoel Products Compan 
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Thirty five years of ex- 
perience in hinge making 
guides every operation of 
manufacture, from raw steel 
to finished product~ — - 





~ Manufacturing Ca 
ERIE, PENNSYLVANIA 


45 WARREN ST. - NEW YORK 
555 W. RANDOLPH ST., CHICAGO 
124 PEARLSTREET - BOSTON 








“ Branch Officer, emer 
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Avoid 
this 
Liability! 


Thumbscrew adjusters, or friction 
devices, may do very well for hold- 
ing inswung casement windows. 
They are protected from severe wind 
pressures and strains. 


But outswung casements are only 
safe if held positively and locked 
automatically. 


One job that’s a bad failure can eat 
up your profit on ten good ones. 


That’s one reason why you should 
always furnish Win-Dor Operators 
and Stays—positive locking, auto- 
matic locking—in short, wind-proof 
and fool-proof. 


There are other good reasons for 
the remarkable success of Win-Dor 
dealers. 


Details gladly sent on request. Mail 
the coupon, without obligation. 


WinDor 
CASEMENT HARDWARE 


The Casement Hardware Co. 
406A North Wood Street 
Chicago 


CASEMENT HARDWARE HEADQUARTERS 














406A North Wood Street, Chicago 


Gentlemen: 


| complete line of casement devices. 


I 
Please send me full particulars and prices on your | 
' 
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Read page 43, 
Catalog No. 95, 
or write for more 
facts today. 





ALLITH 
No. Zz 

















WENTY years ago we designed Allith 

No. 2 for not only sliding heavy doors 
but for carrying boys, too—you couldn't 
keep ’em off on rainy Saturdays when the 
old barn was the neighborhood playground, 
gymnasium and circus all in one. 


Today the barns are gone, but we still have 
the boys—boys who ride the doors on rainy 
days like their fathers used to do. 


Let ’em ride. What’s the difference? They 
can’t sag the heavy, high carbon steel round 
tube track with the slot in the back for hold- 
ing the extra number of brackets we 
furnish. 


They can’t break the one piece “certified 
malleable” hanger that’s ribbed and trussed 
for double strength and that has no rivets 
or bolts to break or loosen. 


They can’t throw the upper roller bearing 
wheel, with its grooved and machined turned 
tread and hardened steel axle, off the track. 
And they can’t bind, stick or throw the 
door out of line because the extra guide 
wheel, working directly beneath the upper 
wheel, makes this impossible. 


We originated Reliable Round Track 
Straight Sliding Door Hangers—and we're 
proud of it. They satisfy exacting archi- 
tects ; they save erection time for contractors 
and builders ; they make the owner forget his 
door even slides on hangers. 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Manufacturers of 


Garage Door Hardware Spring Hinges Rolling Ladders 
Fire Door Hardware Overhead Carriers Door Hangers 


Allith-Prouty 





























A National Selling 
Force for Your 
Sporting Goods 


Hardware Age 1s read 
by the hardware job- 
bers, their livest sales- 
men and by the best 
hardware dealers and 
jobbers in 6059 towns 
and cities. 


Regular selling mes- 
sages in the Sporting 
Goods Issues of Hard- 
ware Age will help you 
gain cooperation in sell- 
ing your sporting goods 
from a body of mer- 
chants of country-wide 
location and highly de- 
veloped selling power. 


Hardware Age 


239 W. 39th St., New York, N. Y. 
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MYERS tcé:Sling Unloader 


LOC 
PENDABLE time and ~~ 


labor unloading service 
means more hay or grain in 
the mow at the close of each 
day. It means reduced han- 
dling costs, and frequently 
when weather conditions are 
unfavorable it means many 
loads saved during the har- 
vest season. < ; 
I YER Sure Lock Sling 1 Jie @x 

Unloaders as well as the le Se D> | 0 save 
other styles of Myers Unload- f ‘ if Wiva Ticty 
ers, Forks, Slings, Pulleys, 
Tracks and Fixtures are de- 
signed for speed, light oper- 
ation and large capacity. They 
are great favorites with tens 
of thousands of farmers and 
qualify for first place among LX seni aat 
unloading equipment sold to- ; \ #N TRIP CAR ¥ 
day. 

How is your stock? We are 

prepared to make prompt ship- 
ments. Write or wire. 


THe FLE.MYERS & BRO... 


ASHLAND PUMP AND 
A) HAY PR ate WORKS {it FOR STEEL OR 
LZ FIO. : 


Wood 
Screws 

























OF LOAD 























Rivets 
Roofing Nails 
Scratch Brush Wire | - A. shall, sities Pa. | are sian their sales 


by using Heller Equipment. 

Take the pictures out of the mail order catalog and they won’t 
do any business. Your display of the oxigtnal article is more 
appeali and will sell more than any picture that may be made. 
Heller Company manufactures hardware store equipment con- 
sisting of tool display cabinets, pivot, turnabout and common swing 
display door cabinets, nail counters, cutlery show cases, seed cabi- 








nets (both bulk and packet), display tables, garden tool brackets 
a = — —s to = — — It won’t cost a cent 
00 n full information 4 
| $n oo . em eller’s Hardware Store Equipment. 
—————— Chl ( lr ll.,lU TT 
Brid Cc U.S.A. W. C. HELLER & CO. 
geport, Conn., U. 5. 700 Bryant St., Montpelier, O. 
20 Vesey St., New York City. 
Representatives: Please tell us how Heller equipment will increase our sales. 
Milton Pray Co., San Francisco, Los Angeles, Seattle Clr GiNNO- RE ss condisiee ee WRG ct ctcscdccs feet long. 
George E. Quigley, Detroit RE Na ee ee ee EER OE Fe Ee ee me Lee Beer 
G. M. Baird & Co., Memphis, Tenn. MINN us Ridntrtk caverns dowseeec oa¥eva sesocunvnies 
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Summertime is Showertime 


—Here’s Bathroom Protection 
of Unusual Beauty 


PLASHING water, unless confined, keeps bathrooms 

untidy during this busy season, and sometimes ruins 
plastering. Zouri Shower Bath Doors will save much of 
the bother of cleaning up after the bath. They add, more- 
over, to the bathroom’s cheerfulness with their bright 
mirrored surfaces, substantially framed in extruded 
bronze material and furnished in a satin bronze finish or 
a highly polished duplex nickel plated finish. This door 
is also made from solid nickel silver material and is 


furnished with a highly polished nickel silver finish. 


Investigate this high quality Zouri fixture which is of 
the same high grade workmanship that has made the 
Zouri Key Set Store Windows famous throughout the 
country and thereby reap additional profits for your 


Summer trade. 


Send for ‘‘Shower Suggestions,” a free circular 
giving hints on dressing up the bathroom. 
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Standard sizes carried in 


stock for prompt delivery: 
Zouri DrawnMstabs Compan) Emre 


2’ wide x 6’ high 
3” wide x 6’ high 
2’ 6” wide x 6’ high 


Factory and General Offices With or without grille. Special sizes 


1608 East End Ave., Chicago Heights, IIl. 


Bath Room Fixtures 


Rynoce fixtures enhance the at- 
tractiveness of any bathroom, 
as they suggest that cleanli- 
ness which is so essential to 
its appearance. 


In ordering do not overlook 

rincee Robe Hooks in their 

pleasing White Finish. 

These same fixtures can also 
be obtained in a heavy and durable Nickel Finish. 


All have a Solid Brass Body and will give everlasting 
service. Stock RiN6® fixtures and increase your sales 
through Sie quality. 

Send for Latest Booklet and Catalog. 


AMERICAN RING COMPANY 


C icut 
weeny BRANCH OFFICES: oe eeeage 


New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 





made to order. 
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OU can make more profits on 
Presto Sanitary Products than on 
any competing line! 
We'll be glad to prove that to you! 


Presto Pipe Opener, Presto Bowl Cleaner 
and Presto Tile and Porcelain Cleaner are 
sold only through the Hardware Dealer. You 
don’t have to cut prices to compete on Presto, 
with a cutrate store or chain grocery. You 
set the price and you’get your full profit. 
The demand for Presto assures you that. 


Get your customers started on Presto now! 
The repeats will be steady and good. Presto 
quality brings them back. Since 1898 every 
can of Presto has been guaranteed for 
quality. 

Watch our advertisements for announce- 
ments of five new Presto Products. This will 
make a complete money-making line of eight 
cleaning products all to be handled through 
the Hardware Dealer. 


Send for complete information, 

including special introductory 

dealer offer to be _ shipped 
through your jobber. 


- " Handsomely Decorated 
Two Color Box Package 


HARDWARE AGE 


“Tough Paper” 


Mechanics may not always agree 
about sandpapering, but they sure do 
agree on one point: “That the paper 
used in CLOVER Brand Flint Sand- 
paper is unusually tough. 


Tough paper gives CLOVER Sand- 
paper a strong body—hard crystal 
flint gives it the right cutting proper- 
ties—and good glue insures the flint 
sticking to the paper until it has 
served its purpose. 

Customers cannot miss those atten- 
tion-compelling individual packages 
on the Dealers Shelves. How is your 
stock? 


Send for SAMPLES. 


CLOVER MFG. CO. 


110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service Free 


Ream Package 


for Display Purposes 


or 
Bulk Consumers 








CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 


Sandpaper and refer us to nearest Jobber. 
Dealer’s Name 


Address 
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_ €=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City 


Georgetown, Conn. Chicago 


Kansas City 








Sell More 


‘What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary ? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world, 


Established in 1810 

















A Reputation 
Well Earned 


COES WRENCHES 
have gained a wide repu- 
tation through honest 
quality and long service. 
Their reputation is well 
earned. 


Why not trade on this 
reputation with the defi- 
nite assurance that your 
profits are safeguarded 
by Coes quality? Lead- 
ing jobbers carry Coes. 





‘ae 


Coes Wrench Co. 


“In business since 1841” 


Worcester Mass. 
Selling Agents 
a. £ MCCARTY & CO. .ccccccecs 253 Broadway, New York 


JOHN H. GRAHAM & CO..113 Chambers Street, New York 








FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 























FOR SALE THROUGH ANY GOOD WHOLE- 


W. ROSE 


Pointing Trowel No. 75 


SALE HOUSE 
a i) Especially useful for laying tile, it should be 
ms Selling Agents displayed in every tool store. The blade is fine steel. 


Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
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No. 231, % In. 





No. 234, 1% In. Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 


one nes€ 
M Sales! ’ 



































With this carefully selected 
Walden - Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 











ters.” HESE are active selling days for Rose Screen Door 
No. 1100 Assortment of 118 Parts, Checks; so keep your stock up right through! Put 
including mo CHROME {NIGEEL one gfe store screen door—and then with the handy 
a a oe vare Rose demonstrator on your counter, sales will come 
ts; 8 ‘ , , 
Ratehets, a eae easy! The Rose Check stops all the slam! bang! 
proportion. to. dein nd — » Closes screen doors silently and quickly. Brings a real 
Etercliangeabie. rice, “— profit—and you get the demonstrator free with an order 
cluding all-steel cabinet, 54. for only a dozen Checks. Ask your jobber today! 
eee, ae ee cane a Be eee FRANK ROSE MBG. CO., HASTINGS, NEB. 


Worcester jobber and for Socket 
Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, INC. 
Mfrs. of Walden-Worcester Wrenches 
and Stevens “Speed-Up” Tools 
Worcester, Mass. 



















The NEW“ YANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof, — Moisture-proof. 
New Chuck holds any bit (Round, Square or Ta “ed 
Shank) accurately, and can’t loosen. Made and 

ished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR ee 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
himself. Better phone or write your jobber at once. 


They see it 
They try it 
They buy it 











NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 





New “YANKEE” Double Packing 
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CRACKPROOF 
garden hose 


= 











PIONEER RUBBER MILLS 


Repidly becoming the world’s largest monufacturer of garden hese. 





New York Chicago San Francisce 
Seattle Tacoma Portland 
Salt Lake Denver Les Angeles 











Wire Products 


for every need 
Nails of all kinds, Staples, 


ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 


analysis. 












BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 
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Russell Jenning 
Auger Bits 
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SS50S» 
Satisfied 
Customers 


Profitable 
Sales 
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Uf Russell Jennings Mfg. Co. 
aml Chester, Conn. 


\\ 


\ 


21-132 





This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 





The Premagz Houseful 


NIAGARA METAL STAMPING 
CORP. 


Dept. HA-6 
Niagara Falls, New York 


creates sales and 
keepe your stock of 
numbers clean and 
orderly. 














Batt BEeariInc 
or Pratin BEARING 


GRANITE 
STATE 
LAWN 

MOWERS 





A Mower 
FOR 
Every CusToMER 
We manufacture a complete line of high grade lawn mowers and 


trimmers—there is one for every purse. Granite State Lawn 
Mowers are backed by nearly 60 years of manufacturing experi- 


ence. Ask for a catalog. 
GRANITE STATE MOWING MACHINE CO. 


HINSDALE, N. H., U. S. A. 








Plug Counterbore 

Made in two sizes, 

¥%4 and 4 inch. 
The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
U.S. A. 





A Labor Saving Tool 








Makers of Every Kind 


La of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayten, Ohie 








Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, 
Foreign Countries. 


Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ngs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Canada and 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
Dp ble in fe direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“‘checking’’ their retail prospect records. 





$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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ALLEN Safety Set Screws 


od Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply vee iS Allen process makes 
: deep, perfectly-formed socket les—no chips > 
e entire length of the A 
utilized either for solid metal at the _— or conte A oes 
for the wrench. All sizes in stock fro! .; any 
length, point or thread. Alsc Socket-Hea Cap lay Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tikntFon, Conn: 


Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 

i Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
8. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 


Write for Catalog 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














Better 





Machine Screws 
Regular and Special. 


Complete stock of 
Standard Sizes. 





Prices on Application 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 





30 CAST 42408 ST. 








DOMES! fSILENCE 


DOMES of SILENCE 


The Perfect Furniture Footwear 


Stores Average FRONT 
Gross A Day 3 *.. BEBAToO 


sees it 


WHEN THEY 





DISPLAY OUR CABINET g 








a BACK 





VIEW: 
Showi 

Domes of Silence Division [=? Seatnaee 

=H = t of 

HENRY W.PEABODY & CO. MM Peckages 





17StateStreet New YorkCity f= jf=== aa 








CUSHION 
TIRE 






NEW YORK, N.Y. 












— 
rt 
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MOE'S POULTRY SUPPLIES 


® 





= (@ 


“Moe’s Line” is a distinctive and complete line of Poultry 
Equipment. Moderate in price, and popular with poultry raisers. 
Quality the best. Write for Catalog and prices. 


HoOEFT & COMPANY 











Confidence in anpin Brand 


eS shown by 20,000 re- 
oo, oa 5 jobbers who sell them. 
Consolidated Electric 
Lamp Co 
DanVers, Mass. 
“Licensed under the General Electric 





2305 Davis St. North Chicago, IIl. 
S TRA TTON Plain Pal vr enameled 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and sir dried. 


STRATTON MFG. CO. Stratton, Maine 












POR cs and ata ogg to give stif- 

saa sions ucaieg'osa deh. "Seed 8 
ma 

Catalog B-23 sili - 


ARMSTRONG BROS. Fy £0. 
814 N. Francisee Ave., I., U. 8. a} 











Company’s Incandescent Lamp Patents.’’ 
e—eo—o—o—_— 
—————— 
® DROP FORGED Robertson “Horseshoe Magnet” Hammers 
W R E N C H E s Permanent magnet which holds 


sri Ps —_ 
the tack in position for driv- 7 101 & = 
ing. Awarded the Silver Medal i 


(the a offered) at the Panama-Pacific Exposition. 
Good profi 
- paar and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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Classified Opportunit 








Use the “Classified 


Classified Advertising Rates 
Opportunity Exchange Section 
Set Solid, Minimum of 5 lines... ..$3.00 


1 inch 





Dipeiiaidilee Section” to reach Hardware ealbéntntets 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


Each additional inch.......... 





July 14, 1927 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 
Hardware Age, Classified Oppor- 








Each additional line........... 60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line........... 80 





Allow One Line for Keyed Address 





= 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
Average 10 words to a line off 

Remittance Must Accompany Order 


Samples of merchandise, literature, memes “7° - 


tunities, 239 West 39th St., New 
York City 

Harpwars Acp is published each Thursday 

Forms close Ten Days previous to date of 
publication 

more than ordinary reforwarding postage should not 


x numbers. 
DDFS AA ARAES, 














OES 





BUSINESS OPPORTUNITIES 








WE WILL PAY CASH 


for discontinued or surplus finished products such as 
Hardware—Tools—Cutlery, etc. No quantity too large. 
Wire or write if you have anything for disposal. 

DIXON HARDWARE CORP. 
294 LAFAYETTE ST., NEW YORK CITY 











= 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





Established 25 years in the best county seat 
of Ohio. 10,000 population. Four railroads, three truck lines all macadam 
roads. Five bus lines on 3 county highway. Bargain sold at once other 
business. —— $20,000. Address Box H-613, care of Harpware AcE, 
New York. 


FOR SALE Hardware. 





FOR SALE, Old Established Hardware Business, with Modern Fixtures. 
Located on the Main Business Street in one of the fastest growing towns 
in Southern West Virginia. Can either lease or buy New_ four-story 
Brick Building. If interested in a live Proposition, address Box H-612, 
care of Harpware Ace, New York. 





A PROSPEROUS HARDWARE STORE FOR SALE. Stock new 
and well balanced. Am obliged to sell on account of sickness. Store is 
located in South Western New York, and has a large farm section to 
draw from. Address Box H-611, care of Harpware Ace, New York. 





FOR SALE—A half interest in a large hardware, steamfitting and 
ag business owing to the death of my partner. Business established 
- forty years GEORGE F. NOWLEN, care Gould & Nowlen, Bath, 

eu 


HARDWARE STORE WANTED in town of 10,000 or less located in 


Eastern New York, Massachusetts or Connecticut. Must be a good stand. 
Address Box H- 592, care of Harpware Ace, New York. 


HELP WANTED 














Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, Gen- 
eral workers and office. 
ABBYE EMPLOYMENT AGENCY, Inc. 
Remington Building 
Bryant 7374-5-6 


113 West 42d Street 
M. Herbert Godschalk, Director Hardware Division 





HELP WANTED 


WELL KNOWN MANUFACTURERS OF DEADLOCKS eo -— 
padlocks want salesman to cover Queens County in New York; 
man to cooperate with Philadelphia office. Write giving experience .) 
references. Address Box H-597, care of Hanpwarg Acz, New York. 








SALESMAN WHO CALLS ON HARDWARE and Housefurnishing 
stores in Manhattan, Bronx and Westchester wanted to carry a side line 
of Cutlery. Very good opportunity for an old timer. Call Glenmore 2303. 


POSITIONS WANTED 











HELP SPECIALISTS 


FOR THE HARDWARE —_ 
MALE AND FEM 
EVERY APPLICANT INVESTIGATDD wis GUARANTEED 
FOR TEN TIMES THD WEEKLY SALARY INVOLVED. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 

113 “kgs 42nd Street Bryant 7374-5-6 

M. Herbert Godschalk—Director—Hardware ™ Division, 


{i ee 


Good hardware men are hard to get because they are always employed. 
Here’s one A-1 hardware man who wants to make a change on account 
of circumstances over which he has no control. If you are in need of 
a real honest-to-goodness hardware man who knows the business and can 
produce results—wire me. I shall expect a real salary po I ama 
real hardware man. Prefer inside work as an executive. E. B. Henderson, 
403 Arnold Ave., Greenville, Mississippi. 

















SALESMAN DESIRES POSITION WITH MANUFACTURERS OF 
MECHANIC TOOLS, PREFERABLY TERRITORY OF NEW: YORK 
AND PENNSYLVANIA. FIFTEEN YEARS’ F EXPERIENCE, 
eg EXCELLENT BUYER ACQUAINTANCE, MARRIED, AGE 

GAN FURNISH SATISFACTORY REFERENCE. Y etbateouaal 
BOX H-607, CARE OF HARDWARE AGE, NEW YOR 





General Hardware, Paints, Oils, Factory Supplies, Iron, Pipe, Fittings, 
have been in my line for a number of years h retail and wholesale 
and on account of liquidation am seeking connection, preferably with 
concern whose owner is wishing * retire, or divide a. or will 
consider Factory purchasing. R. B. JONES, Richmond, Indiana 





POSITION WANTED—In responsible hardware aes or aoe 
sales engineer. Fourteen years’ business experience. A 33. 
— in builders’ hardware, small tools, mill plumbing an one ges i 
plies; metals, machinery and screw machine products. Salary secondary. 
Address Box H-593, care of HARDWARE AGE, New York. 





HARDWARE MAN, 12 YEARS OF PRACTICAL experience, desires 
connection with builders’ hardware concern. Can schedule and order 
hardware from architect’s plans and call upon builders and contractors. 
Married and with A-1 references. Address Box H-554, care of HARDWARE 
Ace, New York. 











in 





Wanted—Experienced Hardware Man 


Capable of writing good forceful advertising, and assume 
charge of sales promotion, most modern methods, 


window trimmer and store a for Sou orn 
Illinois town, 20,000 population. In repl ly give age, e 

ence, references, present wee and salaries ob ned. 
Address Box H-591, care of Hardware Age, New York. 











epee to take charge of et ny = window pny merchandise - 
general sales promotion for group of reta’ ware stores in 
Pacite Northwest. Must be a worker and willing to start on moderate 


salary. Address Box H-584, care of Hanpware Ace, New Y. 





Would like position in Hardware Store as manager or head clerk. 
Years of experience. Can relieve Owner, simplify details, train clerks. 
Make daily grind a pleasure instead of drudgery. Address “Hardware,” 
3813 W. Euclid Ave., Detroit, Mich. 





Wanted Position—12 years’ experience hardware and traffic desiring 
ranteee connection — firm. Address Box H-610, care of 
ARDWARE AGE, New 





Thoroughly i manager and buyer wishes to connect with 
going concern wenty years retail hardware. Best references. In 
position to invest satisfactory amount if desired. Address Box H-605, 
care of Harpware Ace, New York City. 





EXPERIENCED hardware and cutlery man seeks connection with manu- 
facturers or distributor. Any territory. Nine years’ practical experience. 
Address Box H-601, care of Harpware Ace, New York. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





SALES AGENCY DESIRES DIRECT CONNECTIONS with factories 
for representation to jobbers and retailers in Texas, Oklahoma, Colorado 
and Arizona. Address Box H-609, care of HArpware AGE, New York. 


SALES REPRESENTATIVES WANTED 











DISTRICT 
SALES REPRESENTATIVES 
WANTED 


A well known and established manufacturer is 
selecting sales representatives for a new line of 
wheelbarrows. Representatives must call reg- 
ularly on hardware jobbers. Attractive com- 
missions. Territorial contracts. Excellent 
factory cooperation. Give complete details of 
experience, territory and lines now carried. 
Address Box H-606, care of Hardware Age, New York 











Sales representatives wanted 


For 2 Southern territories by manufacturer of locks, knobs 
and miscellaneous builders’ hardware. 

Territory No. 1—North Carolina, South Carolina, Georgia 
and Florida. 

Territory No. 2—Mississippi, 
Kentucky. 
Want experienced builders’ 
basis. Address, Reading Knob Works, 


Alabama, Tennessee and 


hardware men on commission 
Reading, Pa. 











SALESMAN WHO HAS FOLLOWING and is acquaainted with retail 


buyers, hardware, sporting goods and department stores. Several good 
territories open in Middle West, Pacific Coast, Eastern and Southern 
states. New, convertible, fishing tackle box and tool box priced right. 
Commission basis, no drawing accounts. 50% of commission paid on 
accepted orders, balance when delivered. Full protection on all business 
from territory assigned. Apply giving full information, territory covered, 
how often, three references. We are high rated concern. Address Box 
H-608, care of Harpware AGE 


:, New York. 


LONG established manufacturer expanding distribution has opening for 


representative in several sections with opportunity for manufacturers agents 
and exclusive representatives according to section of country. Dog collars 
and furnishings, pistol holsters, police billies, etc., to sell to hardware, sport- 
ing goods, pawnbrokers, pet stores and leather goods _ stores. State age, 


sell this line. Address 


Md. 


and reasons why 


BOX NO. 


you can 


present lines, if any 
Baltimore, 


PATTERSON, P. O. 


105, 








SALESMEN wanted in all sections calling on hardware dealers to sell 
Glass Cutters and patented Wire Stripping and Cutting Pliers. Excellent 
opportunity for live wires working on attractive commission basis. Address 

ox H-568, care of Harpware Ace, New York. 





WANTED-—Salesmen calling regularly on the hardware and automotive 
jobbers to sell high grade grinding wheels; also sharpening stones under 
private brand. Something that appeals to the jobbing trade and a repeater. 
Liberal commission. GOODRICH GRINDING WHEEL CO., 1500 W. 
Madison St., Chicago. 





WANTED—Experienced hardware salesman to cover Pacific Coast terri- 
tery in the sale of locks, latches, padlocks, etc. For well known manufao- 
turing concern in the East. Please give particulars of experience and 
methods of covering jobbers and dealers. Box H-567, care of HARDWARE 
Acz, New Yor 


COMMISSION SALESMAN IN EACH STATE 
hand tools and hardware specialties. Advise territory 


for 
cov ered 


manufacturer of 
and houses 


— Address Box H-614, care of Harpware Ace, New York. 

FOUR TRAVELING SALESMEN WANTED to cover Cease 
and other states. Write Komins Brothers, 417 Arch Street, Philadelphia, 
Penna., furnishing full details, as to experience, references, etc. 











Are You Looking for 
REAL Sales Representatives? 











The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 

















FORSTNER BITS 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc Le a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
. boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 











Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section” of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a pa busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are loo for. 











SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE LINES, SMALL LINES 
AND COTTON TWINES ETC. SW Far CATALOG 


MASS. 
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BROWN @© SHARPE 
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Made Best 
ive Complete Satisfaction 


TRADE MARK atalog on request 


BROWN 






et 3 R 


rence, 





& SHARPE MF‘ 


Vi 








BAND “LE NOX” SAWS 


QUALITY SERVICE 
UNIFORMITY OISTINGTION 


“The Sooty in the Pudi Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. ~ 


HACK SAWS = BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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4 Fulfillment 
of a Prophecy 


The White “A” Socket Power Unit is more than half sold 
when you stock it. Radio owners are ready to buy. They’ve 
been expecting a thoroughly efficient “A” battery elimina- 


tor. The presentation of the White “A” is merely the ful- 


fillment of a prophecy. 


A demonstration completes the sale. 
The White “A” Socket Power Unit 
meets the most exacting requirements. 
Abolishes “A” batteries entirely. Stores 
no current. Never charged. Never dis- 
charged. Incessant current supply. 
Smooth—even—noiseless. Promotes 
full clear reception. An independent 
unit depending only upon 110 volt, 
A. C. 60 cycle current. Operates any 


standard 6 volt set up to 9 tubes. Auto- 
matic control. Not affected by constant 
employment or long idleness. Simple. 
Nothing complicated. Durable. Al- 
ways dependable. Scientifically accu- 
rate. Extremely economical. Unusually 
attractive in appearance. Housed in 
compact 20 gauge metal case, hand- 
somely finished in sage-green Duco. 
Moderate price within reach of all. 


Desirable dealer franchises now available. Complete particulars upon request. 


Our complete line of 

“A”"—*B” and “ ” 

power units give a wide 

active range of profit- 
able sales, 


Julian M. White Mfg. Co. 


Sioux City, Iowa : 


White “A” Socket Pow- 
er is licensed by An- 
drews - Hammond 
Corporation under 
Andrews Con- 
denser and other 
Andrews-Ham- 

mond patent 

applica- 


tions. 
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tamales: 


This Wonderful Display Is Sent FREE 
To Help Dealers Sell PIKE Oilstones 


a “=~ 
A. trial order for six oilstones secures [K 


it. These six are the best selling sizes ‘OIL iL STONES | 


of India Oilstones in the PIKE line. 


Most everyone knows that PIKE Oil- 
stones are the fastest cutting and long- 


est wearing stones in the world. 


And what a display—a_ beautiful 
pressed steel panel, strikingly finished 
in black crackle, with an attention- 


compelling top sign in red and gold. 


The display can be used for counter 
or window, or quickly converted into a 
flat surface wall display. Remember— 


PIKE India Oilstones Are Easy to Sell 


Pilfer Proof Pockets The Assortment Includes 


The following 2 doz. stones comprise this 
special assortment display: 


They cannot be removed by customers with- 1 only—No. 24 — 
ndia 

out attracting undue attention, yet your 1 only—No. 2 Combination 
India 

: 1 only—No. 29 Combination 
remove them for demonstration or sale. Tesdife 

ro 2 only—No. 144 Combination 
The stones are the regular Combination India 

1 only—No. 0 Combination 
India 


A noteworthy feature of this display is the 


method of fastening the stones to the easel. 


clerks possessing the “Know how” can easily 


India Oilstones—one side is Coarse grit for 


fast, rough work; and the other side is Fine 
Order from your jobber or 


Write for complete literature and trade 
prices 


PIKE MANUFACTURING CO. _ Pike, New Hampshire, U. S. A. 
SoD0000OOOCCOOOOO000OOOOOOOCOOOOOOOO OOOO OCOOOOO 


grit for smooth finishing. 


9960066660660000000000000000000000000000000000OO0OOO0OOOOOCOOOOOOO00O 
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HARDWARE AGE 


Aunt Sarah Invites You 





July 14, 1927 


to enter her 





18? PRIZE 
2™P PRIZE 
38D PRIZE 


25 Additional Prizes of 
6 ovens each 


PRIZE CONTEST 


$100.00 
50.00 


2 Doz. Aunt 
Sarah’s Ovens 


How to Win One of the Prizes 


ERCHANTS tell us that Aunt Sarah’s 
Oven is the fastest selling sensation in 
its line that has been put on the market in 


recent years . 


we know this to be the 
truth. 


But we also know that 
Aunt Sarah’s Oven sells 
best when properly dis- 
played—so housewives 
may see this amazing top- 
of-stove oven that bakes 
. . broils . . . browns 
. or toasts foods deli- 
ciously over the single 
burner of any type gas, 
oil or gasoline stove. 


Its amazingly low price 
has put it within reach of 
every family in America. 


Contest Closes 
August 31 


Aunt 


With almost 200,000 in 
daily use in American homes and unprece- 
dented repeat orders from dealers and jobbers, 


i. 











States and West) 


RETAIL PRICE 
$ 1 ic in Rocky uf 
for this amazing 


4 in 1 
UTENSIL 


It bakes, browns, broils or toasts.. Saves 
fuel, makes baking easier and does away 
with large-oven heat. Bakes biscuits, 
cakes, pies, puddings, roasts poultry, 
apples, potatoes and scores of other 
tasty dishes. 


ha 





Contest open to all dealers having stock of 
Aunt Sarah’s ovens on hand or on order at 
time of this announcement. 

For the dealer who has the most attractive 
window or store display of Aunt Sarah’s 
Ovens, we will give $100. The second best 


gets $50. The third gets 
two dozen ovens. . 

The next 25 will receive 
six ovens each. Just send 
in a picture of your dis- 
play. Even the smallest 
camera print will place 
you in the contest. Com- 
petent judges will be se- 
lected later. Photographs 
of winning displays will 
appear in advertisement 
following date of awards. 
If you haven’t a stock of Aunt 
Sarah’s Ovens, ask your job- 
ber about this matchless 
utensil that belongs in every 
kitchen. He also will pro- 
vide attractive display mate- 
rial free. For further de- 
tails write direct to. . . 


Jackes-Evans Manufacturing Co., 1930 N. Main St., St. Louis 
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